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Joseph M. Dodge 
%~ .. By HENRY J. BOONE 





Register Checks for 
Department Stores 
By WILLIAM PETERSEN 


Stimulating Savings 


| Ox OM MO) 3: ER 419047 Interview : G. W. WICKLAND 
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ONE OF 18 TESTS 
THAT SAFEGUARD THE 
UNIFORM QUALITY OF 


Hammermill Safety 





SAFETY 


iS THE ONE 


CHECK PAPER 
MADE COMPLETE 
IN ONE MILL... 
EVERY STEP UNDER 
ONE UNIFIED CONTROL 


ICTURED ABOVE is the labora- 
tory instrument which measures 
and tests precisely the folding endur- 
ance of Hammermill Safety Paper — 
making sure that in toughness and 
strength every run of paper meets 
Hammermill’s exacting standards. 
Nothing is left to chance when 
Hammermill Safety is being made. 
There are 18 laboratory tests that 
safeguard the uniformity of this fine 












check paper. That is why Hammer- 
mill Safety is so uniform, always 
easy to write on, why it gives un- 
varying customer satisfaction, lends 
prestige and dignity to your custom- 
er’s checks. 

For samples of Hammermill Safe- 
ty, just write on your bank letter- 
head to Hammermill Paper Com- 
pany, 1503 East Lake Road, Erie, 
Pennsylvania. 
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Travel Cheek Promotion 


THE FIRST COAST TO COAST RADIO PRO- 
MOTION OF TRAVELERS CHECKS BEGINS 
OCTOBER 1 WHEN VOX POP GOES ON AIR 
FOR AMERICAN EXPRESS TRAVELERS CHECKS. 
RADIO AUDIENCE OF OVER 10,000,000 wiLL 
BE TOLD EACH WEDNESDAY NIGHT AT 8:30 
P.M., E.S.T. OF IMPORTANCE OF PROTECTING 
THEIR TRAVEL FUNDS WITH AMERICAN EX- 
PRESS TRAVELERS CHECKS AND CONVENIENCE 
OF BUYING THEM AT THEIR LOCAL BANKS. 
JoHn C. Burt, PUBLIC RELATIONS AND 
PUBLICITY DEPARTMENT, J. M. MATHES, 
INCORPORATED, 122 EAST 42ND STREET, 
NEW YORK CITY 17, NEW YORK 
2 ° * 


Soil Conservation Train 


Sirs: Our soil conservation. program, 
described in your August issue, has created 
a great deal of interest and the movement 
is growing faster than ever before. 

In January of this year the Burlington 
Railroad requested us to make a tour with 
their officials holding meetings at Haskell, 
Iowa Park, Dalhart, Memphis and Plain- 
view, Texas. This developed so much 
interest and was so satisfactory that Mr. 
Ralph Budd, president, requests us_ to 
join in organizing a special train to leave 
Houston November 9 and make stops at 
Corsicana, Fort Worth, Amarillo, Lubbock, 
Wichita Falls and Abilene. 

We expect to have representatives from 
large business concerns from all parts of 
the United States as well as Houston, 
Dallas, Fort Worth and other Texas towns. 
Mr. Louis Bromfield will be the principal 
speaker. A soil conservation meeting will 
be held in each town as well as inspection 
tours to determine what is being done in 
soil conservation in each community. 

The M. K. & T. Railroad requested us 
to make a tour with them in July. 
In August Mr. Dooley Dawson, who is 
in charge of our agricultural department, 
made a tour with the Southern Pacific into 


4 


Louisiana and Southwest Texas; and on 
October 5, the Santa Fe has requested us 
to make a tour with their officials. 
C. M. MALong, Vice-chairman, 
The Second National Bank of Houston, 
Houston, Texas 
rs 6 rs 


Human Interest Advertising 


Strs: In our advertising: campaign, 
“Minute Interviews,” we recently had a 
piece of good luck. We were able to fea- 





PAINUTE 


INTERVIEWS 





con’ 
Christopher J. Loglis, W. 49th 
St. Fae pe “Am LI giad I 
have a savings 
a account! I start- 
ed one 10 years 
ago, just to have 
something to 
fall back on, But 
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ture the success of a depositor in the Harvest 
Moon Ball at Madison Square Garden. 
When taking pictures of depositors in our 
lobby, we selected Mrs. Elsie Hurba at 
random. She informed us that.she was 


Promoting the community and the bank 




















What Can We Do For You? 





“THE FRIENDLY BANK’ 


Presents this Souvenir of 
ROMEO 
and 
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MAPS 
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INFORMATION 
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ROMEO MICHIGAN 
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making a withdrawal to buy some very 
special dresses to wear when she and her 
husband danced at the Ball. 

As the preliminaries were carried out, 
we watched with interest. When she was 
selected a winner, through previous arrange- 
ments made with our advertising agency, 
we were ready to run our congratulatory 
ad in the same issues as the news story of 
The New York Daily News. 

Joun H. Roacu, 

Assistant Comptroller, 
The Franklin Savings Bank, 
New York City, New York 
* + . 


Souvenir Map 


Stns: We thought you would be inter- 
ested in the souvenir map of Romeo and 
its trade territory that our bank has just 
had printed. It was prepared because no 
maps are available that give all the perti- 
nent information that this map does. It 
includes a list of our banking services. 

Copies have been mailed to all our cus- 
tomers and are being supplied to potential 
customers and others. 

MELvIN F. LANPHAR, President, 

The Romeo Savings Bank, 
Romeo, Michigan 
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Credit Information 
for Chase Correspondents 


Asa part of our service to correspondent banks we endeavor 
at all times to furnish complete and accurate credit infor- 
mation both for their own use and to assist them in answer- 
ing their customers’ inquiries. 

Our extensive facilities, both foreign and domestic, 


enable us to give prompt attention to the credit inquiries 
of our banking friends. 


Among other services to correspondent banks are: 


Issuance of letters of credit Safekeeping of securities 
Collection of checks, drafts and other bank documents 
Transmission of funds abroad and shipment of currency 
Information and advice regarding banks’ investments 
Participation in local loans when desired by correspondents 
Performing a wide range of incidental services 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 





Senior Credit Analysts 





Credit Investigators 


Burroughs Clearing House 
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IN THE TREND OF BANKING 








The World of Thrift 


The decline in the volume of personal 
savings from a yearly wartime peak of 
$35.6 billion to a current level of $11-12 
billion has probably run its course, accord- 
ing to President Truman’s Midyear Eco- 
nomic Report to Congress, and no drop to 
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“WET SAVING AS PERCENT OF DISPOSABLE 

















Leveling off is anticipated 


anywhere near the 1935-39 level of about 
$3 billion yearly is anticipated. The chart 
above shows the decline in terms of per- 
centage of savings to income. 

While the total volume of individual 
savings is expected to be stabilized at 
around the present level, there is a tendency 
for the ownership of liquid assets to shift. 
This is expected to mean a higher rate 
of turnover for savings accounts. 
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Like the Wells Fargo Bank (see page 
24), the Buffalo Savings Bank in New 
York has been active and successful in 
selling the payroll savings plan. In the 
August issue, Mutual Savings Banking, 
published by the National Association of 
Mutual Savings Banks, there is an inter- 
esting account of the bank’s methods by 
J. Gilbert Nassoy, new business manager. 

As of recent date there were 26,968 pay- 
roll savings accounts in the Buffalo bank, 
with a total deposit of $4,738,351. 

In presenting its payroll deduction plan 
to company management, the bank tries 
to contact the personnel or industrial rela- 
tions manager first, as it has found that if 
he can be sold on the program he will 
endeavor to sell management. 

First step in selling employees is getting 
management to post a letter on the plant 
bulletin board, authorizing and supporting 
the plan. Before making a_ personal 
solicitation, the bank distributes to em- 
ployees a personalized letter, an explana- 
tory folder, and a signature card and 
authorization card to be signed and re- 
turned to the personnel department. 

The plant call first involves introduc- 
tions of bank representatives by the per- 
sonnel manager to the superintendents, 
department heads and foremen. Then 
comes the actual solicitation by depart- 
ments. Mr. Nassoy states: ‘We explain 
to the employee how easy it is for him to 
save if it is taken out of his pay before he 
receives it—that the regular deposits are 
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much better than any ‘now and then’ sav- 
ings—that there are no restrictions on 
withdrawals and he may stop the deduc- 
tions at any time—that there are no dues, 
fines or service charges and that his 
account is receiving interest in the same 
manner as a regular savings account.” 

Plants are revisited annually to sign up 
additional employees, and necessary sup- 
plies are left with the personnel depart- 
ment so that the plan may be submitted to 
all newcomers. The bank has found it 
worthwhile to make continuous calls on 
the personnel manager, and to gain his 
friendship. 

It also keeps up a supply of advertising 
material. Poster frames are installed in 
co-operating plants, and the posters are 
changed periodically. Boxes are attached 
for distribution of promotional literature. 
Clocks are installed with space for adver- 
tising at the bottom. Payroll envelopes 
bearing promotional messages are supplied 
upon request. Material is furnished for 
plant house organs, and calendars are 
distributed. 

The selling of the payroll savings plan 
goes on continuously, and this is apparently 
the explanation for the bank’s unusual 
success with its program. 


* Not all the promotional skill along thrift 
lines is concentrated on this side of the 
Atlantic. The Savings Bank of Rotterdam 
in Holland rates special mention for its 
thoroughness in indoctrinating youth with 
the desirability of steady saving. 

The parents of each new baby are sup- 
plied with a toy savings bank and appro- 


priate folders, and promotional material 
to the home continues through the years. 

In school the children participate in 
school savings. An attractively illustrated 
school savings magazine is distributed 
several times a year, especially prepared 
lyrics on savings are sung, contests are 
held, bank visits are arranged, films are 
shown, and even a so-called “savings slot 
machine”’ for children’s coins is placed in 
the school buildings. Quite a program of 
thrift stimulation! 

Finally, school graduates receive two 
folders which culminate the steady series 
of reminders on the value of regular 
savings. 

The full report of the Rotterdam bank’s 
program is contained in the August 8 issue 
of Savings Bank News, published by The 
Savings Banks Association of the State of 
New York. 

+ 


A unique service for the 458 savings 
banks in. Sweden is operated by the 
Swedish Bank for Savings Banks, a central 
bank somewhat similar to the Savings 
Banks Trust Company in New York. 

Through this service, a depositor in one 
savings bank can effect withdrawals or 
make deposits in any other Swedish savings 
bank. The Bank for Savings Banks clears 
the transactions through accounts main- 
tained with it. 

The central bank also aids members in 
the purchase and sale of bonds. Another 
function is to receive excess cash of mem- 
ber banks as interest-bearing deposits, 
pending the time when suitable investment 
opportunities arise. 

Information on the Swedish institution 














141 W. JACKSON BLVD. 





CONCERNING 
U.S. 
SECURITIES 


% Just published! A work unique in its field. Undertaken at the sug- 
gestion of the Finance Department of the United States Chamber of 
Commerce, it presents a concise, chronological outline of United States 
Government financing from the foundation of our Government to the end 
of World War Il. Drawing mainly on official sources, it deals with all the 
major facts, events, and influences affecting our national obligations. 
It includes official reports, statistics and charts, records of market prices 
and yields, statements of Treasury policies, and details of all major loans 
(1905-1945). Price $5.00 the copy. 608 pp. 


C. F. CHILDS AND COMPANY 


The oldest house in America specializing in . 
Government Securities 


e CHICAGO 4, 


GOVERNMENT 


ILLINOIS 
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65-page employee handbook is extremely complete 


is contained in the August issue of The 
Passbook, published by the Savings Banks 
Trust Company. 


+ °° ° 


Employee Handbook 


Just about every conceivable question 
has been covered in the new staff hand- 
book distributed by the personnel depart- 
ment to all employees of the East River 
Savings Bank, New York City. 

Its completeness can be judged from the 
fact that the book contains 65 pages. In 
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Who signed that check? Is it the 
signature of our old friend George 
Gianakapopolous? Has Mr. Phfftch 
himself opened his account at our 
bank? Maybe it’s one of the ten little 
Gustafsons, who, with all his brothers 
and sisters, has returned home from 
his war job. Or, worse still, maybe it’s 
John P. Scrawler, that guy who likes 
to keep people guessing. 


Certainly not a case for Hercule 
Poirot, but sufficiently annoying to 
slow things down in the bookkeeping 
department and, when multiplied by 
the many thousands of times it occurs, 
important enough to devote some 
time to its solution. Fortunately the 
solution is simple. Get the man to use 
imprinted checks; then you'll know 
who he is. 


It requires some extra labor to handle 
a lot of imprinted check orders in a 
bank but the net saving is worth a 
lot. The extra labor is expended at a 


WHODUNIT? 






















point where time can normally be 
consumed; it is saved in the depart- 
ment where time is vital. There is a 
dollar saving too, because when you 
sell Personalized Checks you save the 
cost of pass books, covers and stock 
checks. In a bank with as many as ten 
thousand accounts, one person could 
handle all the check orders and the 
chances are that he could save his sal- 
ary by selling checks instead of giving 
them away. 


Why not set up a “check department” 
in your bank? Pick out someone with 
a nice smile and put him in charge 
of it. Or get a pleasant young lady 
who likes to meet the public. You 
may be surprised how such an experi- 
ment would pay out. Faster sorting, 
money saved, customers pleased .. . 
these and many more advantages can 
be gained with a check department 
in charge of the right person. It’s an 
idea. Let’s talk about it. 











Manufacturing Plants at: 
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detail it considers the bank’s history, its 
services, how it is organized, its personnel 
policies, and how the employee can con- 
tribute to beneficial and harmonious rela- 
tionships. 

Despite its length, the handbook is made 
very readable through extensive use of 
cartoon drawings and other illustrations. 

Among its many features is an acknowl- 
edgment and receipt form to be signed 
and returned, and a record page for each 
employee to “‘log’”’ the facts of his progress 
in the organization. 
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Capitalism at Work 


If more economic subjects were handled 
as imaginatively as the subject of capitalism 
was treated in the August issue of The 
Chase, house organ of the Chase National 
Bank, public understanding of how our 
economic system functions would be con- 
siderably improved. 

Instead of an abstract discourse on the 
benefits of capitalism, The Chase presented 
a personalized version of a “capitalist 
in miniature,” replete with illustrations 





Enjoyable lesson in economics 
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HEN credit information is needed, a prompt 
report that is accurate, complete, and specifically 
directed to the problem is essential. 


That is why a Bankers Trust Credit Information Letter 
is based on interviews with suppliers, customers, com- 
petitors, banks, trade associations, and established 
credit agencies. That is why each credit inquiry re- 
ceives the personal attention of an experienced credit 
officer. 


We know that an inquiry calling for detailed, hard- 
to-get facts cannot be answered as the result of a rou- 
tine investigation. 


BANKERS TRUST COMPANY | 


NEW YORK 


Member Federal Deposit Insurance Corporation 


October, 1947 


WHY BANKERS TRUST CREDIT INFORMATION IS DEPENDABLE 


6 MEN SPENT A TOTAL OF 


28 HOURS GATHERING THE 


FACTS IN THIS LETTER 


Another plus factor is the organization of our Credit 
and Security Research Department along industry 
lines, where trained analysts work together in sections 
specializing in important industries. Here, the infor- 
mation obtained by our investigators is appraised in 
the light of current trade conditions, assuring the 
proper evaluation of the significant facts. 


This is what it takes to prepare a Bankers Trust 
Credit Information Letter—a letter 

which reflects the seasoned 
judgment of experienced 
credit men. 
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step out of 
your letter 
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Yes . . . you do step out 
of your letter. The thoughts 
you express, the tone of your 
phrases, the way your letter is 
appointed, the paper on which 
you write—all these speak plain- 
ly of you. Lend distinction to 
your letters with fine new cot- 
ton content business papers ‘‘by 








Fox River’. Fox RIver PAPER 
CorRPORATION, Appleton, Wis. 











Cotton Fibre Bond, Ledger, Onion Skin 
“The more Cotton Fibre the finer the Paper” 
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Look through---- 
the paper... 
see all three! 
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Typical of-standard check design used by British banks : 


that are full of human interest. 

Featured was 9-year-old Freddie, son 
of Fred W. Hammann of the bank’s 
Foreign Department, who overcame the 
disconsolate prospect of a movieless Satur- 
day by going into business for himself— 
purveying lemonade for 3 cents a glass. 
His mother functioned as a bank, advanc- 
ing him the necessary funds against his 
future allowance. The business prospered 
and Freddie had a handsome net profit of 
35 cents which he reinvested at the movie 
ticket window and candy store. 

The article traced the broad effect of 
Freddie’s enterprise on the economic sys- 
tem, reaching back to the California lemon 
grove and the Hollywood movie lot. It 
showed how Freddie fulfilled the functions 
of a capitalist, by deciding what kind of a 
business to go into, by making decisions 
such as where to locate his stand, by taking 
risks, and by receiving a reward in the 
form of profit. 


British Check Designs 


In view of efforts to promote check 
standardization in the U. S., the new 
standard check coming into use by the 
| banking system of Britain is of interest. 


In the accompanying Midland Bank 
check the E/5 in the upper-left corner is 
only for interior bank use and results from 
the fact that the Midland Bank has ab- 
sorbed a number of other institutions in 
the past. Therefore, some means of identi- 
fying the origin of the account is needed. 
The number, in this case V.026130, is on 
the check when it comes from the printer 
and the last’ three digits are given on the 
statements issued by the Midland, Bar- 
clays and some of the other banks. 

The 4405 in the upper-right corner means 
that No. 4 is the Midland Bank Clearing 
House number and that the Charing Cross 
Branch, on which the check is drawn, is 
No. 405 in the Midland Bank’s several 
thousand branches. The M in the lower- 
left corner means Metropolitan clearing. 
Other British banks have a similar system 
of numbering. 

Before this new type of check was 
designed there was only one line for the 
amount to be written out in words and the 
amount in figures was in the lower-left 
corner. Two lines for the written amount 
are now found useful, especially when it is 
necessary to write in words such a figure 
as £7,357. 16.11. Putting the figures over 
the signature speeds up machine listing. 

It is a curious fact that very few people 
know that the two-penny Government 


British bank equivalent of a cashier’s check 
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The problem of banks today is not only how to 
make more loans but how to make them safer. With 
a growing demand for extra cash working capital 
on the part of business — and with inventories at 
an all-time high of 38 billion dollars— more and 
more banks are turning to field warehousing as 
a means of safeguarding their commercial loans. 


Douglas-Guardian—"the bankers’ field warehouse 
company’—has served more than 2500 banks 
throughout the country and field warehoused 

more than 400 different types of items.We issue 
bona fide warehouse receipts without moving 
inventory off the borrower's premises and cooper- 
ate with you and your customers in working out 
sound, profitable loan transactions. 






WAREHOUSE CORPORATION 
e Bankers’ Field Warehouse Company” 


North Front St. LOS ANGELES 14, Calif., Garfield Bldg. 

pad St. MEMPHIS 3, Tenn., Porter Bidg. PRINGFIELD, Mo., Holland Bidg. 

adison St. PHILADELPHIA 2, Pa., Girard ose TAMPA 2, Fla., 416 Tampa St. 
PORTLAND 5, Ore gtiiO@vV. Alder St. EL PASO, Tex., First Nat’! Bank Bldg. 

< N. Y., Commerce Bidg. HARTFORD 5, Conn., 945 Asylum Ave. 
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NEW ORLEANS I, Lo., | 
NEW YORK 4, N Y., 50 8 
CHICAGO 2, Ill., 173 W. 
ATLANTA 3, Ga., Hurt Bid®. 
CLEVELAND 14, Ohio, Unic 





























Commerce Bldg. ROCH ; 
DALLAS |, Texas, Tower Petr@jeum Bidg : RANCISCO 4, Calif., 300 Montgomery St. KANSAS CITY, Mo., 1207 Grand Ave. 
EASTON, Md., 438 South Stfe SPRINGFIELD 3, Mass., 172 Chestnut St. JACKSONVILLE. I, Fla., 60! Florida Theater Bldg. 
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stamp on every check has the day, month 
and year stamped in the original printing 
in tiny figures in the floral design. This 
applies to the stamps on all official docu- 
ments. 

° 


Many American readers may not have 
seen the British equivalent of what would 
be a cashier’s check in the United Stateés, 
hence the reproduction on page 6 of such a 
check issued by the Overseas Branch of 
the National Provincial Bank. In this 
case it was.issued to the payee as a result 
of instructions from its correspondent bank 
in New York upon payment of a dollar 
remittance. The minimum service charge 
for a transaction of this sort by the British 


bank is 2/6, or 50¢ in American money. 
American bankers would be willing to 
handle a large volume of business at this 
rate. 

. + > 


Well-Rounded Menu 


The Irvington (New Jersey) National 
Bank is convincing proof that a moderate- 
sized financial institution can have as well 
developed a program of business develop- 
ment and community relations as any of 
its large city neighbors. 

This was emphasized in a listing of the 
Irvington’s bank’s services, contained in a 
small promotional folder. Besides the 
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Chile Colombia 
Guatemala Nicaragua 
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Portugal Spain 
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New England Beacon 


Seafarers have long relied on Boston Light 
to guide them into Boston Harbor. When 
you need a guide to New England banking 
conditions, this institution offers the experi- 
ence and enthusiasm you require to handle 
your banking problems. You can rely on 
Shawmut for effective action. 


«<Outstanding Strength” for 111 Years 
The National 


Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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comprehensive outline of regular financial 
services offered, the folder cites the follow- 
ing special facilities: 

1. A kiddie department with play pen. 

2. Gift checks in appropriate designs 
with matched greeting cards and mailing 
envelopes. 

3. Self service on deposits, through use 
of an Automatic Teller slot in the lobby. 

4. Evening hours, every Monday from 
6:30 to 8 P.M. 

5. Free parking, at either of two loca- 
tions, for one half-hour. 

In addition, the bank mentions in con- - 
junction with special checking accounts 
that it imprints the customer’s name free 
on each check. 

* . + 


Philadelphia Bank to Build 


Coincident with its 100th anniversary, 
The Western Savings Fund Society of 
Philadelphia, Pennsylvania, has announced 
plans to build the new air conditioned, 10- 
story building pictured here in architectural 
perspective. 

The new building will be erected at one 
of the main intersections of the city, on 








As bank reaches centennial 


Broad and Chestnut Streets, and will be the 
first major construction in central Phila- 
delphia in 15 years. 

In celebration of its centennial, the 
Society’s history has been written in book 
form by Mary B. Reeves of the advertising 
department and published under the title, 
““A Savings Bank Account.” 
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Instaliment Plan 


Rather than to prepare personnel book- 
lets which may be too comprehensive for 
employees to digest thoroughly at one 
time, a number of banks have presented 
the material in the form of separate sheets 
or messages which are issued periodically. 
The usual plan is to provide some kind of 
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Vox PoP, the famous Traveling Radio Show, 
is the national program which now will sell 
American Express Travelers Cheques for you 
—the biggest national promotion for Travelers 


Cheques anytime— anywhere! 


Get your full share of the new American 
Express Travelers Cheque business that this 
highly popular program is sure to develop. 


Let clients know, through your own local 
promotional tie-in, that you sell and recom- 
mend American Express Travelers Cheques... 
for they will be wanting to buy and ready to 
buy American Express Travelers Cheques—the 
“most widely known, most readily accepted” 
of all travel funds. 
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Travelers Cheques 


on the Air with 


the Show that Travels 
AMERICA 


with 
Parks Johnson and Warren Hull! 
COAST-to-COAST NETWORK 





For effective promotion material 
—newspaper mats, counter cards, 
Llotters, literature—write W. H. 
Stetser, Vice President, American 
Express Company, 65 Broadway, 
New York 6,N. Y. 
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The line 
you cannot see... 


Across the middle of this conti- 
nent runs a line you cannot see. 
It marks the boundary between 
two great, friendly nations and a 
new frontier of opportunity for 
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Bank of Canada offers full co- 


wishing to investigate Canada as 
a market, source of supply or area 
for business expansion for clients. 
Enquiries invited. 


HEAD OFFICE — MONTREAL 
New York Agency — 
68 William St., New York 5, N.Y. 


THE ROYAL BANK OF CANADA 


ASSETS EXCEED $2,000,000,000 




















a binder in which the material can be 
retained. 

This method was used by the National 
City Bank of Cleveland in distributing a 
series of 12 messages to employees, each 
around 400 words in length, on the general 
topic of “You and Your Job.” Every two 
weeks employees received one of the mes- 
sages at their homes. 

The subjects covered were: Know Your 
Bank, Public Relations, Personality, Self 
Analysis, Customers, Team Work, Use of 
the Telephone, Waste, The Personal Con- 
tact, Suggestions are Welcome, Relations 
with Your Superiors, and Relations with 
Your Subordinates. 
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State Associations 
Expand Services 


It is noteworthy that some of the state 
banking associations have recently ex- 
panded their services to members to fill 
recognized needs. 

Thus the Illinois Bankers Association 
now has an installment lending division, 
with a full-time secretary, Dewey. M. 
Beck. One of its major accomplishments 
has been the development of a kit of 
simplified forms for use in automobile and 
appliance financing. 

The Connecticut Bankers Association is 
planning a comprehensive state-wide pub- 
lic relations program, to create a better 

understanding of the role banks play in 
our economy and a wider knowledge of the 
financial services banks offer. The plan 
involves the appointment of the Dudley 
L. Parsons Company of New York as 
public relations counsel and the establish- 
ment of a public relations office in New 
Haven. 

Latest development is the appointment 
of John F. Graham as agricultural field 
representative of the Kentucky Bankers 
Association, to work as a liaison officer in 
enlisting the co-operation of bankers and 
farmers to help conserve the soil and im- 
prove farming methods. Mr. Graham is 
particularly well qualified: 1. He has been 
a county farm agent since 1924; 2. A practi- 
cal farmer, he has operated a 550 acre 
farm for several years; 3. A director of the 
Farmers National Bank, Princeton, Ken- 
tucky, he has a knowledge of banking. 

A detailed listing of the objectives of the 
program and the duties of the agricultural 
field representative is contained in a folder 
published by the Kentucky Bankers As- 
sociation. Other state associations may be 
interested in obtaining copies. 
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Imprinted Deposit Slips 


Many banks which have been using 
equipment for imprinting depositors’ names 
on their checks while the customers are in 
the bank are now also making use of 
deposit slips which are similarly imprinted. 
The banks say the innovation has several 
advantages. It cuts costs by speeding 
sorting and allied tasks, helps eliminate 
posting errors and prevents the waste of 
time involved in deciphering illegibly- 
written names. 

Bankers Development Corporation of 
New York, originators of the ThriftiCheck 
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system of imprinting checks, testifies that 
the imprinting of deposit slips has now 
been thoroughly tested and is standardized 
as a regular part of the ThriftiCheck plan. 
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State Development Program 


An ambitious 5-point program of state- 
wide development is being undertaken by 
the Kentucky Chamber of Commerce, 
Inc., and sparking the program is Earl R. 
Muir, president, The Louisville Trust 
Company. 

In a new pamphlet the Chamber of 
Commerce outlines its objectives relating 
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Example of banker leadership 


to industrial development, research, public 
relations, service and member relations. 
There is a foreword by Mr. Muir. 

Financial officers who are interested in 
chamber of commerce activities can doubt- 
less obtain a copy of the pamphlet describ- 
ing the program from Kentucky Chamber 
of Commerce, Inc., 521 Fincastle Bldg., 
Louisville 2. 
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Bank Operating Ideas 


Well worth thorough reading and study 
by banks is the new A. B. A. booklet, 
‘Aids and Suggestions for Improving Bank 
Operations,” issued by the Bank Manage- 
ment Commission. There are scores of 
ideas for increasing the efficiency of proce- 
dures throughout the various operating 
departments. 

Functions covered include tellers, proof 
and transit, bookkeeping, analysis, loans, 
drafts, savings, and safe deposit. Topics 
under these main headings are listed in a 
complete index for ready reference. 

As is pointed out by E. V. Krick, senior 
vice-president and cashier of the American 
Trust Company, San Francisco, and chair- 
man of the Bank Management Commis- 
sion, some or all of the suggestions may 
have already been adopted by individual 
banks but the material is likely to be of 
value to most banks throughout the coun- 
try. The booklet accumulates in one handy 
reference source many of the operating 
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Prompt 
handling 


of collection 
items throughout 
California 


€>.. account with Bank of 
America, either in Los Angeles 
or San Francisco, gives you 
fast collection service through- 
out California. Direct your 
inquiries to Bank of America, 
300 Montgomery Street, San 
Francisco 20, or 660 South 
Spring Street, Los Angeles 54. 


Hank of America 


NATIONAL ¢8YSTA82 ASSOCIATION 
Californias SHlatlewide Bank 


h\ BANK OF AMERICA 
i} TRAVELERS CHEQUES 
are known the world over 
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When Minutes Mean Money 


goun? THE Clog 
For faster handling of all correspondent 
items, Corn Exchange has increased its night 
w* transit force and equipped its Correspondent 
Service Department with the finest facilities 
for complete Round The Clock handling of correspondent 
items. This means... 
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More Items Handled Every 24 Hours 
Speedier Collections for Your Customers 
Faster Payment of Your Correspondent Items * 


You'll find the advantages of Round The Clock Correspond- 
ent Service help build new business for your bank. 





id 
NATIONAL BANK‘AND Trust COMPANY 
FD 
PHILADELPHIA 
Established 1858 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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COMPLETES 


ANY BANKS SERVICE 





With leading banks in the United States now 
giving first attention to providing customers 
with every useful service, this preferred no- 
minimum-balance plan calls for immediate 
consideration by any modern bank. 

THRIFTICHECK is the simplest and least- 
involved system for both bank and customer, 
and therefore the most profitable. It also takes 
a vital part in improving public relations— 
another dominant factor among forward-think- 
ing bankers. Ask us for details of this vclume- 
building modern service. 








BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. Rector 2-7580 








short-cuts, etc., that have proved helpful 
in actual use. 

O. B. Lovell, comptroller of the First 
National Bank, Madison, Wisconsin, was 
chairman of the committee which prepared 
the booklet. Other members were A. K. 
Davis, senior vice-president, Wachovia 
Bank and Trust Company, Winston- 
Salem, North Carolina, and Sidney M. 
Price, cashier, First National Bank, Mal- 
den, Massachusetts. 
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Plan to Nationalize 
Australian Banks 


A bitter legal fight is promised should 
the bill to nationalize the private trading 
or commercial banks be passed, as is 
anticipated. 

This measure, which has the backing of 
the majority Australian Labor Party, 
would affect nine trading banks having 
more than $2,275,000,000 in deposits and 
shareholders’ funds. If the plan is carried 
through it would make the government- 
controlled Commonwealth Bank a $2,600,- 
000,000 institution. 

While enabling legislation is expected to 
be introduced at the current session, it is 
predicted that the Federal Opposition 
Party will use every parliamentary maneu- 
ver to delay passage and it might be two 
years before the plan is put in operation. 
It is believed that the Privy Council will 
be the final arbiter, and the banks have 
already engaged the best available legal 
counsel to challenge the legality of the 


| action. 








Reason given. Labor leaders contend 
that complete control of the banking and 
monetary system is essential in order to 
meet an anticipated economic crisis result- 
ing from Britain’s plight, the European 
situation, and the forthcoming “large- 
scale U. S. depression.” 

The Opposition Party claims that 
nationalization of the banks is not neces- 
sary to avoid a depression because banking 
legislation passed in 1945 was designed to 
arm the government with full power to 
stabilize the country’s financial affairs. 

Meanwhile, chaos in the market for 
bank shares has been avoided through 
action authorizing the Commonwealth 
Bank to purchase any shares of the private 
banks offered for sale, at a price not less 
than was quoted on the Stock Exchange 
on August 15, the day before the nationali- 
zation plan was announced. 

Incidentally, it is believed that the 
government will follow up with a plan to 
nationalize insurance, if the banking 
program succeeds. 
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First Western Bank 
Centennial 


On October 18 the institutional history 
of The Boatmen’s National Bank of Saint 
Louis, Missouri, will include the lines, “‘the 
first bank west of the Mississippi to cele- 
brate its centennial.” 

The bank’s first century of business, 
accomplished without a consolidation, will 
be commemorated with the publication of 
the bank’s book-length story. 

George K. Budd, who came to St. Louis 
from Philadelphia in 1835, was appalled 
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al the lack of monetary system and the 
non-utilization of citizens’ savings. 

He began campaigning among his 
friends and over a period of years convinced 
several that it might be worthwhile to ask 
the legislature for a mutual savings bank 
charter. This was done and in 1847 the 
bank’s first charter was granted to Budd 
and 14 other St. Louis citizens. 

This charter permitted the receipt of 
deposits “from boatmen and from others” 
and investment in Missouri first mortgages 
on improved real estate, or in “‘such other 
stocks as may be deemed perfectly secure.” 

Deposits for the first day were $575, 
but a month passed before even $1,000 
could be invested and at the end of the 
first year the bank had lost more than 
$900. It made only $11,000 profit during 
the first six and a half years. However, 
with the election of Sullivan Blood as 
president, profits climbed to $22,000 during 
the succeeding 18 months. 

Boatmen’s ultraconservative manage- 
ment under the two presidents following 
Sullivan Blood, Rufus J. Lackland and 
Edwards Whitaker, preserved the quality 
of the bank through prosperous and thin 
years until 1926. In that time its deposits 
grew to $20,000,000. Great size had been 
achieved in other St. Louis banks through 
consolidations, but a small group of direc- 
tors at Boatmen’s were adamant against 
like action for their institution and they 
prevailed. 

Their solution was to bring into the 
bank in 1929 the investment banking 











HAROLD T. JOLLEY TOM K. SMITH 


organization of Kauffman, Smith & Com- 
pany. Tom K. Smith of that firm became 
presidefit of the bank and Harold T. Jolley 
vice-president. In 1933, after coming 
through the period which saw the number 
of banks in its county shrink from 56 to 32, 
Boatmen’s president was called to Wash- 
'fgton where Mr. Smith ‘served as special 
advisor to the Secretary of the Treasury on 
banks and banking matters. In 1936 he 
+ elected president of the American 
ankers Association. 

Today, at the time of Boatmen’s cen- 
tennial, Tom Smith is chairman of the 
board and Harold Jolley is president. The 
bank is St. Louis’ fourth in size with 
$120,000,000 in deposits. 
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Cashing Terminal Bonds 


Banks last month got quite a workout, 
as World War II veterans stormed ‘their 
windows to cash terminal leave bonds. 
Many had: to have. police help. to handle 
the initial crowds, and were forced -to press 
extra help into service to pass out the 
greenbacks. It was estimated that out of 
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| Sere Warehouse Company is the largest, 
oldest and most experienced organization con- 
ducting nationwide field warehouse operations. 





* 
, Saat Warehouse receipts are supported by the 
strongest financial statement of any firm in the field 
warehouse industry. Our Annual Statement is regularly 
mailed to a large list of banks and other lending 
agencies. Additional copies are furnished on request. 


LT protect Lawrence receipt holders, we carry by 
far the strongest and broadest fidelity bond and legal 
liability insurance in the field warehouse industry. 





E. over 30 years we have issued receipts for collateral 
purposes totaling many billions of dollars and have 
always discharged our liability in full to all holders 
of Lawrence Warehouse Company receipts. 








] AWRENGE \WAREHOUSE (OMPANY 


NATIONWIDE FIELD WAREHOUSING 


DIVISION OFFICES: 

CHICAGO 2, ILL. NEW YORK5, N.Y. 

I N. LaSalle Street 72 Wall Street 
Los Angeles * Boston © Seattle © Buffalo * Cleveland * Richmond * Charlotte * Chattanooga 
Atlanta * Jacksonville * Orlando ¢ Cincinnati ¢ St. Louis * Fresno * Washington, D. C. * Houston 
Philadelphia * Kansas City, Mo. * Dallas * Denver * Portland, Ore..* Stockton * New Orleans 








SAN FRANCISCO I1, CALIF, 
37 Drumm Street 
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Neater 
Erasures 
on ANY kind 
of Paper 
with /ested 


EDERHARD 
yo did 





Pencil, ink or typing corrections are faster 
and cleaner when you use the eraser 
that’s mated by test to the paper being 
used. Save time, re-copying costs and 
waste of expensive forms. Attach coupon 
to your business letterhead for FREE 
folder, “Paper-Mated Erasers’, the most 
scientific study ever made on how to 
match paper...work and eraser, 


See eR Ree eee eee ee ee 
Eberhard Faber Pencil Company 

Dept. BCH-10, 37 Greenpoint Ave., 

Brooklyn 22, N. Y. 


Please send my FREE copy of “PAPER-MATED 
ERASERS” folder. 











the $1.8 billion bonds held by some 8.5 
million ex-G. I.’s, about $1 billion would 
be cashed, and banks experiencing the 
stampede were willing to agree that this 
estimate was conservative. A first-day 
spot check by Wall Street Journal disclosed 
some hectic experiences. 

Thus the National Shawmut Bank of 
Boston reported that about 4,000 veterans 
were handled the first day at its main 
office and 26 branches, with lines in some 
offices extending into the streets. 

At Commerce Trust Company, Kansas 
City, 20 executives devoted the entire first 
day to guaranteeing signatures. 

Franklin Savings Bank in New York 
City reported that its entire floor was 
swamped before 9 A.M., and at 11 it had 
to post guards at the door to allow only 
depositors to enter during the balance of 
the day. ° 

Coffee and doughnuts were served by 
the First National Bank in. Miami, Florida, 
to the long line of veterans waiting out- 


Banks urge bond retainment 








G.1.’s... We'll Cash Your 
Terminal Leave Bonds... 
BUT WE PREFER 











ALVAREAGS...1EVINGTON. SAFAVETTS... MARVEWILEG. .erLEs 











side. The bank averaged $50,000 redemp- 
tions an hour during the morning rush. 

Tellers at the Colonial. Trust Company 
in Pittsburgh were unable to get away for 
lunch, and the bank had to call one of its 
men back from vacation to help out. 

The previous experience of banks in 
handling the first rush to cash war savings 
bonds stood them in good stead in serving 
the cash-hungry veterans. 

Some of the banks throughout the 
country were emphatic in their advice to 
veterans to keep their terminal leave bonds. 
The “man to man” message below, for 
example, was that of Dunlap Clark, presi- 
dent of the Central Bank, Oakland, Cali- 
fornia. It was placed in Oakland papers 
shortly before the permitted cashing date 
for the bonds. 
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Retail Credit Handbook 


Banks may want to call the attention of 
their retail customers to a new 72-page 
handbook, “Important Steps in Retail 
Credit Operation,” being distributed by 
the National Retail Credit Association, 
St. Louis, Missouri, at $1.50 a copy. 
Designed to serve as a guide for small store 
owners or for training employees in larger 
credit departments, the pocket-size volume 
was written by Dr. Clyde William Phelps, 
Professor of Economics, University of 
Southern California. 

Included are more than two dozen 
model letters for use in accepting or declin- 
ing applications, collecting and controlling 
accounts, and in soliciting new customers 
or following up inactive accounts. 
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Number Fourteen 


Until recently there were 13 banks in 
the United States owned and operated by 
negroes. On August 25 the 14th was 
added when The Douglas State Bank of 
Kansas City, Kansas, became the first 
such bank west of the Mississippi. 

The institution is an outgrowth of the 
10-year-old Sentinel Loan and Investment 


Cashing leave bonds, Roxbury Branch, National Shawmut Bank of Boston 
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First negro-owned bank west of 
the Mississippi River 


Company of Kansas City. H. W. Sewing, 
former president of that company is 
president of the new bank. Board chair- 
man is Dr. W. C. Love and cashier is E. C. 
Ewing. 

The new bank opened in a strong posi- 
tion with $125,000 of capital stock, a sur- 
plus of $25,000 and undivided profits of 
$18,750. It is a member of the FDIC and 
affiliated with the A. B. A. and the Kansas 
Bankers Association. 

First day deposits for the new institution 
reached $45,325 and together with advance 
deposits totaled more than $100,000. 

The bank is housed in its own new 
$35,000 structure pictured above. 

Few banks have had a more elaborate 
opening than this Kansas City institution. 
On the Sunday preceding the bank opening, 
a neighboring high school auditorium was 
the scene of a dedication program where 
civic leaders, visiting financiers and towns- 
people gathered. A parade which included 
auto floats sponsored by neighborhood 
businesses wound through the streets be- 
fore the program and dispersed at the 
auditorium. Principal speaker at the 
meeting was John H. Wheeler, vice-presi- 
dent and cashier of the Mechanics and 
Farmers Bank, Durham, North Carolina. 
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Your Career in Banking 


A new book has just come off the 
presses which may well find its way to 
many a banker’s library shelf. It is called 
Your Career in Banking and was written 
by Dorcas Campbell, assistant secretary 
at the East River Savings Bank, New York 
City. 

It is indirectly a ‘Show to do it” book, 
the bulk of its pages being filled with 
interesting and instructive profiles of iflus- 
trious contemporary bankers. 

The book may be obtained from E. P. 
Dutton & Company, 300 Fourth Avenue, 
New York City. $3.00. 
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Investment Company Shares 


There is a definite trend toward wider 
use of investment company shares by 
fiduciaries. A recent report of Massa- 
chusetts Investors’ Trust shows that in- 
stitutions and private and corporate trustees 
own some $30 million of the Trust. 

The trend has called forth much interest- 
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ing comment and writing on the practical, 
legal and ethical questions pertaining to 
such investments. Two notable ex- 
amples of this discussion are the reprinted 
chapter of the 1947 edition of Arthur 
Wiesenberger’s Investment Companies en- 
titled “Use By Fiduciaries’”” (Obtainable 
from Arthur Wiesenberger & Company, 
61 Broadway, New York City, at 25¢ per 
copy) and portions of the five-part 
article, “Investment Company Shares,” by 
Alec Brock Stevenson of the American 
National Bank of Nashville, Tennessee, in 
recent issues of Trusts and Estates magazine. 

Much of the printed material on the 
subject of institutional investing centers 
around the past decade’s changes in law. 
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Complete international and domestic banking facilities with 
correspondents in principal cities in Latin America. 


A foreign department with bilinguist personnel. 


PAN AMERICAN BANK OF MIAMI 
MIAMI 30, FLORIDA 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER}{FEDERAL DEPOSIT INSURANCE CORPORATION 

















AVAILABLE 


Valuable, up-to-the-minute information 
about local people and local business in 46 
prosperous New York State communities is 
available to our correspondents and their 
customers. Close contact with other Marine 


Midland Banks makes this service possible. 


Member of Federal Deposit Insurance 


Corporation 












MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 








16 









Manufacturers ‘Trust Company 


MOW available to you... 


< Se 
2 wry 


, 
ef w 
¢ 


Elst a brand-new idea for your bank! It’s a com- 
plete service in beautiful, full-color Gift Checks not 


only to sell to your regular customers, but to bring 
in new ones as well. 


Now we’re offering them to you, imprinted with your bank’s 
name! These Gift Checks are specially designed and 
lithographed in full color for every widely observed gift 
occasion. Every one of the 10 different Gift Checks has a 
matching greeting card jacket and a mailing envelope. 


Gift Checks offer many promotional opportunities. They'll 
not only further personalize your service, but will add 
many names to your prospect list. Send today for in- 
formation and specimen checks. No obligation, of course. 





SPECIAL GIFT CHECKS FOR EACH OF THESE OCCASIONS 
1. Graduation 4. Father’s Day 8. Christmas 
2. Wedding 5. Birth 9. Easter 
3. Wedding Anniversary 6. Birthday 10. Special Occasion 
7. Mother’s Day 











This service also provides, at no cost to you, a manual 
of operations and a supply of operational forms. Promo- 
tional material such as folders, showcards and newspaper 


mats are available at cost. 


Head Office: 55 Broad St., New York 15, N. Y. 
Member Federal Deposit Insurance Corporation 
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Mr. Dodge and his favorite ally : Facts and figures 


WHAT HE THINKS, HOW HE OPERATES 





JOSEPH ML. DODGE 


The new A. B.A. president is notably familiar with 
world problems, cites banking’s own responsibilities 


HERE is a factor of timeliness 

in the succession of Joseph M. 

Dodge to the Presidency of The 
American Bankers Association. With 
world problems a matter of primary, 
national concern, it seems a particu- 
larly happy circumstance that he has 
participated at firsthand in American 
efforts at European reconstruction and 
the making of the peace. 

A little over a month ago he re- 
turned from Vienna. At the personal 
request of Secretary of State Marshall, 
he had gone there early in May, as 
United States Minister heading the 
American delegation to meet with the 
Four-Power Commission for the Exam- 
ination of Disagreed Questions of The 
Austrian Treaty. Before that, from 
August, 1945 to August, 1946, he 
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By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 


saw foreign service as Financial Advi- 
sor to the United States Military 
Governor of Germany and as Director, 
Finance Division, Office of Military 
Government, and director, Finance 
Branch, U. S. Forces European 
Theatre, with offices in Berlin and 
Frankfurt. 

Of world conditions today, based 
both on his observations and study, 
Mr. Dodge points out that the United 
States and Canada are an island of 
democracy and free enterprise in a 
world largely socialist and totalitarian. 


DETROIT PUBLIC LIBRARY 


The basic political problem of Europe 
is not a conflict between democracy 
and free enterprise on the one hand 
and socialism on the other, he says, 
but is a conflict between socialism and 
the absolute state. All Europe is 
socialist. Eastern Europe is com- 
munist or communist dominated. 
Nearly all the nations are poor in 
goods and material of all kinds and are 
suffering from various degrees of infla- 
tion, he states. The period since 1938 
generally has been represented by the 
same multiplication of money means 
as we had in the United States from 
war costs. In some cases, this was 
added to by occupation costs.. This 
appeared in tremendous increases of 
national debt, bank deposits, and cur- 
rency circulation. Abroad, this was 
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accompanied by physical damage, loss 
of foreign exchange assets, curtailment 
of normal imports, shortages of raw 
materials, and a low rate of production. 

There is considerable currency chaos, 
he says. Europe is blanketed like snow 
with masses of depreciating currency. 
Even in those countries where there 
has been a currency devaluation and a 
substantial blocking of bank accounts, 
the money means left outstanding is 
usually many times the pre-war volume. 

In any consideration of foreign 
policy, with which we are now strug- 
gling, he says, we must realize that 
world peace and what is left of democ- 
racy and free enterprise needs the 
active and aggressive support of the 
United States. 

We can not have a continuing pros- 
perity in this country with a large part 
of the rest of the world flat on its 
back, economicaily and financially, he 
says, nor can we have a real peace 
while the same people are afraid that 
militant and unscrupulous minorities 
will force their totalitarian will on 
majorities which have given every 
evidence of a wish to be free and 
democratic. : 

Mr. Dodge points out that we are 
acknowledged the greatest economic 
force in the world today and can be 
the dominant world force and the 
world’s stabilizing factor. Whether 
we want it or not history appears to 
have delegated world leadership to us. 
We can accept this responsibility or 
forfeit it to some other nation. 
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If we make use of our economic force 
abroad, he adds, and expect to do that 
successfully, then there is more reason 
than ever for insuring our own eco- 
nomic and financial strength and 
stability at home. Our own house is 
not in complete order. We have prob- 
lems of our own to be answered. 
Production has not yet balanced the 
inflationary expansion of monetary 
means as a result of the war. Our 
production costs and prices are danger- 


‘ously high. We have a large and bur- 


densome government debt to carry and 
pay. We have a tremendous govern- 
ment budget and bureaucracy to cut 
back, and a confiscatory tax rate to 
be reduced. 


N this interest in world and national 

affairs, it might be said that we see 
one of the sides of Joe Dodge. There 
actually are many sides. First, and 
foremost, he is a banker. Second, he 
is a businessman. Third, but by no 
means the least, he is a public servant. 
He has always been a student of his 
work, in whatever it has been, and an 
avid reader. 

His love for banking, for business, 
for public service, and his quest for 
knowledge are the strands from which 
his career has been fashioned. It is 
almost an interweaving of several 
careers. 

Joe Dodge was born in Detroit and 
educated in its public schools. He was 
graduated from Central High School 
in 1908. He had made his first speech 





Management innovations, such 
as semiannual “review”? meet- 
ings, have accelerated The 
Detroit Bank’s growth to the 
half-billion mark 


two years earlier, when he was 16, at 
Memphis, Tennessee. 

His first job was a clerk with the 
Standard Accident Insurance Com- 
pany, Detroit. He remained with 
Standard for a year, leaving to em- 
bark on his banking career, in the best 
American tradition, as messenger at 
the Central Savings Bank. He was 
with the bank for two years working 
successively as transit clerk, teller, 
clearing house clerk, commercial book- 


keeper on a Boston ledger, and general © 


bookkeeper. 

There followed nearly a year with a 
firm of chartered accountants as audi- 
tor. This provided additional experi- 
ence and lead to his joining the State 
Banking Department in November, 
1911. He rose there from assistant 
bank examiner, to chief clerk, and to 
examiner. He was later appointed 
special examiner for the Michigan 
Securities Commission, and still later 
to secretary of the commission. 

It is an interesting commentary on 
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his later career that during this period 
he continued the study of accounting 
and auditing and that he was responsi- 
ble for introducing a number of new 
techniques in bank examination proce- 
dure. This highlights one of his out- 
standing characteristics, a continuous 
thirst for knowledge and improvement 
that is just as strong today as it was 
then. 

In June of 1916, Joe Dodge was 
married to Miss Julia Jane Jeffers of 
Charlotte, Michigan. They have one 
son, Joseph J. Dodge, who is today 
curator of the Glens Falls Art Museum, 
Glens Falls, New York. 

In 1916, Joe Dodge also returned to 
banking, as operating officer and a 
member of the executive committee of 
the Bank of Detroit. During this 
period he gave a series of lectures for 
the American Institute of Banking. 

From 1917 to 1932, Joe Dodge 
turned to business. He joined Thomas 
J. Doyle and Company, then one of 
the largest distributors of Dodge auto- 
mobiles, as vice-president and general 
manager. He was then 27. 

In the fall of 1932, he was brought 
into The First National Bank-Detroit, 
as vice-president and assistant to the 
chairman of the board. He was 
secretary of the Governing Committee, 
on several other committees, and an 
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ex-officio member of all committees. 
His function was to direct an intended 
reorganization of the bank and The 
Bankers Company, a bank holding 
company, which was interrupted by 
the bank closings of March, 1933. 


FOLLOWING the closing of two of 

Detroit’s large commercial banks, he 
became vice-president of the newly 
organized National Bank of Detroit. 
He was retained by the organizers and 
directors to select $131,000,000 of 
assets from the closed banks purchased 
by National Bank of Detroit, the pro- 
ceeds of which were used to make the 
first payments to depositors of the 
closed banks. 

He then assisted in setting up the 


operations of the National Bank of 


Detroit, supervised the recording and 
handling of the purchased assets, and 
closed the contracts with the receivers 
of the closed banks at their expiration 
dates. 

In December, 1933, he was elected 
president and director of The Detroit 
Savings Bank. It is Michigan’s oldest 
bank, having been organized in 1849, 
and has long enjoyed a high reputation. 

At the time Mr. Dodge took the 
helm the bank was doing a small com- 
mercial banking business. It had been 
organized originally as The Detroit 


Savings Fund Institute and its name 
changed to The Detroit Savings Bank 


in 1871. This long, early history as a 
savings institution tended to retard 
its expansion along ccmmercial lines. 
To overcome this the name was 
changed to The Detroit Bank in 1936. 

Many other steps were taken in the 
period from 1933 to the outbreak of the 
war to expand the bank’s business. 
These included the strengthening of its 
commercial loaning function to offer 
such new services as term loans and 
accounts receivable financing, the ex- 
pansion of its mortgage lending depart- 
ment, the extension of its branch 
organization, the establishing of a 
consumer credit or installment loan 
department, the development of new 
special checking accounts and other 
services. 

President Dodge also took a number 
of other steps that have proved both 
practical and profitable for the bank. 
He established quotas for outside calls 
on bank customers for officers, he 
inaugurated the holding of semiannual 
meetings of the official staff, and he 
established a magazine for the entire 
bank staff. 

The program for outside calls on 
customers covers both the officers in 
the head office and branch managers. 

See JOSEPH M. DODGE—Page 53 
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Bank plan for broadening the use 
of personal remittance checks 
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Department Store Outlet 
for RYGISTER CHECKS 


ODERN merchandisers are al- 
ways alert for opportunities to 
render useful services to their 
public. It is not surprising, therefore, 
to find retail stores interested in 
rendering a simple and profitable 
remittance service. They want to 
offer services which increase traffic, for 
increased traffic means increased profits. 

While banks, particularly in recent 
years, have done a great deal to 
attract large numbers of checking 
account users with special or pay- 
as-you-go accounts, Uncle Sam with 
his postal money order still leads the 
individual remittance field, selling 
hundreds of millions each year —a vast 
market relatively untapped by banks. 

Banks are in a position to render an 
efficient remittance service, as is borne 
out by the several hundred banks now 
offering Register Check service. 

This simplest of all remittance serv- 
ices was introduced by The First 
National Bank of Boston ten years 
ago, and has since been adopted by 
several hundred banks throughout the 
country, though more extensively in 
New England than elsewhere. The 
Register Check permits the user to 
make out and sign his own check 
without the usual requirements of 
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opening an account or maintaining a 
balance, thus reducing operating costs 
to a minimum. 

However, one advantage of the post 
offices is that they maintain longer 
hours for serving the public than do 
banks, and this is likewise true of 
department stores. Because of the 
longer public hours provided by stores 
they conceivably may become leaders 
in supplying the remittance needs of 
those not using checking accounts. 

What then should be the viewpoint 
of the banker who sees this relatively 
new banking service finding its way 
into non-banking establishments? It 
would appear weak to disapprove, 
because the demand for such a service 
extends considerably beyond the usual 
public hours of banks. The banker’s 
opportunity lies in his ability to make 
a mutually satisfactory arrangement 
with department stores or other suitable 
establishments, such as savings and loan 





associations, credit unions, and others, 
because the bank is a necessary part of 
the service in order that proper payment 
of checks may be effected. 

In 1942 Filene’s, one of Boston’s 
large department stores, made Register 
Check service available to its cus- 
tomers, in conjunction with The First 
National Bank of Boston. The store 
had for some time been offering a 
remittance service, but realized in the 
Register Check service greater sim- 
plicity, better service, and a larger 
profit. 

Located on a conveniently accessible 
balcony in Filene’s is a service depart- 
ment which performs a variety of per- 
sonal services for its thousands of cus- 
tomers, and it is here that Register 
Check service is available. Anyone 
may obtain blank Register Checks at 
the service counter, and a user fills 
out and signs the check and attached 
stub in accordance with instructions 
on the latter. Filene’s service repre- 
sentative completes the transaction 
simply by numbering the check and 
stub to correspond with a pre-num- 
bered register ticket, then with a 
Protectograph “cuts” the amount on 
the register ticket, stub, and check. 
The customer pays the exact amount 


Sample check and stub as filled out by customer, numbered and “‘protectographed 
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of the check, plus a 10¢ fee. This 
procedure is identical with that used 
by banks when they “register” a 
check. 

Each day Filene’s sends to the bank 
all register tickets representing the 
checks “registered,” and a check for 
the total amount. This amount is 
credited to the Register Check Account 
on the general ledger of the bank’s 
books, and its balance of outstanding 
checks is represented by the register 
tickets. As checks are presented for 
payment, they are “matched” with 
the correspondingly numbered register 
tickets which are removed from the 
file representing outstanding checks, 
and the total amount of checks paid is 
charged to the Register Check Account. 
Paid checks are returned at frequent 
intervals to be retained by Filene’s. 


Since 1942, Filene’s department store in Boston has sold the bank’s Register Checks 


The Register Check user delights in 
making out, and particularly in sign- 
ing, his own checks. He enjoys, too, 
the very brief mechanical motions 
necessary to “register” or complete 
the check because these require only a 
fraction of the time necessary in 
operating any other type of remittance 
service. The 10¢ fee provides adequate 
profit in view of the simplicity of 
operation, and it is, of course, less than 
the fee charged for most other types 
of remittances. 


FROM a legal standpoint, counsel 

representing the bank and Filene’s 
agreed to the desirability of placing a 
statement on the customer’s stub of 
the check which would briefly state the 
responsibility of the parties involved. 
This statement, which is printed on 






the back of the Register Check stub 
and referred to on the face, reads: 

“In. making the check available to 
you and receiving the face amount 
thereof, Filene’s is acting as your 
agent and not as agent for the drawee 
bank, and agrees with you to transmit 
to such bank an equal amount for 
the purpose of providing the bank with 
funds to pay the check when properly 
presented.” 

This wording is used only on the 
stub of the checks used by Filene’s 
and similar establishments and is not 
printed on Register Checks issued 
directly through the bank. Inasmuch 
as a Register Check is the personal 
check of the individual writing and 
signing it, it is logical to assume that 
the funds provided for the purpose of 

See REGISTER CHECKS—Page 57 
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Here’s a manual of instruction for receptionists, 
with helpful ideas for banks of any size that are 
interested in creating favorable first impressions 


4 BETTER RECEPTION for 
Bank Customers 


HEN we first established a full- 

time receptionist on our officers’ 

floor, we wanted to prepare a 
manual of procedure for her. Our 
librarian looked high and low for any 
published material on the subject. 
She found only one booklet, with a 
brief exposition of the author’s ideas 
and a scant bit of information obtained 
from a questionnaire letter directed to 
several large companies. 

Undoubtedly other banks and other 
businesses have been confronted with 
this same reception problem, which in 
our bank is a very important one, and 
have been handicapped by not having 
someone else’s experience from which 
to benefit. At any rate, we have man- 
aged to develop a manual which is 
working out exceptionally well for us, 
and we are glad to make it available to 
others through a full and complete 
reproduction of its contents in this 
article. In our way of thinking, the 
widespread lack of instruction for 
receptionists is one of the most vulnera- 
ble weak spots that has been permitted 
to exist, and we do not consider our 
manual applicable solely to larger 
banks. We see no reason why it should 
not interest any country bank that 
has a stenographer out in front, or any 
industrial company. 

Our belief in the old adage that 
“first impressions are lasting impres- 
sions,” and our strong resolution that 
visitors in our bank must carry away 
a favorable impression, is no doubt 
prompted by the many calls we have 
made, the varied receptions that we 
have been accorded and how we felt 
about them. All of us have had good 
and bad experiences on our calls. 
Contrast these two actual calls which, 
while they are extreme, show why we 
think instruction to receptionists is 
necessary. 

Recently two of us visited a large 
financial institution. Its new home 
office building covers a square and is 
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very impressive. Upon entering the 
building, the vast space devoted to 
the lobby, the beautiful murals, the 
excellently done decorations and the 
expensive appointments all convinced 
us that someone there appreciated the 
importance of proper public relations 
and had been willing to spend a large 
amount of money in “brick and 
mortar” to create a favorable impres- 
sion. But here is where the plan broke 
down. At the extreme end of the 
lobby was the receptionist. Pleasant 
enough, she asked us whom we wished 
to see, and we asked for the treasurer. 
She said, “Take this elevator to the 


A specific pattern for handling customers on officers’ floor is 


third floor.”” We did, and on the third 
floor we stepped off the elevator be- 
lieving that there would be someone 
to direct us or that the office would be 
so available that it would not be neces- 
sary to look for it, but actually there 
was no one in sight and, in fact, 
nothing in sight outside of a double 
battery of elevators. As we mentioned 
before, the building covered a block. 
With difficulty we located the treas- 
urer’s office. After standing at the 
entrance for some time while the 
receptionist carried on what was 
obviously a conversation with her boy 
friend, she asked the boy to hold the 
line and said, ““Who do you want?” 
*‘No, he isn’t here, he is away for a 
week.” The first floor receptionist could 
have saved all of this by calling up in 
advance, or better still by maintaining 
a record of the whereabouts of all the 
officers. Then we asked for the 
assistant treasurer. The receptionist 
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Receptionist presents visitor to Robert C. Downie, president 


Her job; To see that each caller is accorded a good reception 


said that he wouldn’t be back until 
2:30 and resumed her telephone con- 
versation. The clock on the wall 
showed it was already 3:00. Deciding 
to wait, we sat down and picked up 
off the receptionist’s table what we 
thought were current magazines, only 
to find out that the entire collection 
was composed of year-old annual re- 
ports of various companies... To our 
way of thinking, it is regrettable that 
this large company which had spent 
several millions for a suitable home, 


contained in receptionist’s manual 
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spends several hundred thousand each 
year on a national advertising pro- 
gram, and has probably close to a 
thousand salesmen, still created a 
completely unfavorable impression by 
this rude and ungracious reception. 


BY contrast, take a call that we 

made a few days later on one of the 
largest companies in the country. 
At 9:00 A.M. we telephoned the chair- 
man of the board of this company for 
an appointment. He was as alert and 
fresh as the day, and before we could 
ask for the appointment he enthusi- 
astically said, “I want to see you 
fellows, you’re going to stop by aren’t 
you?” ‘‘What time?” we asked. He 
replied, ‘‘Anytime that you can fit it 
in.’ He is one of the busiest men that 
we know. We insisted that it be at 
his convenience, and at the appointed 
hour we arrived at his receptionist’s 
desk. He had advised her we were 
coming. She took a chance, called us 
both by name although she knew 
neither of us. She said, “Mr. Jones 
is expecting you,” and told us to go 
down the hall to the last door. By 
some signal, she notified Mr. Jones’ 
secretary that we were coming and the 
latter met us half way down the hall, 
called us by name and walked the 
rest of the way with us. Mr. Jones 
walked through two offices to greet us 
and to our complete satisfaction, when 
we entered his office we found he had 
the president, the treasurer and the 
vice-president in charge of sales in our 


territory all waiting for us. He said 
he thought he would save our time 
that way. It seemed almost too good 
to be true. His consideration of our 
time and the genuine display of 
courtesy has caused us to relate this 
experience to everyone, and you can 
rest assured we will waste no oppor- 
tunity to do that company a good turn. 

Based on the personal experiences 
of our contact officers and on the 
application of the Golden Rule, “Do 
unto others as you would have others 
do unto you,” ‘we have set up our 
receptionist manual. Everyone com- 
ing in contact with the receptionist’s 
work has been furnished a copy: so 
that they, too, may help to make her 
work effective and successful. 

Following is a reproduction of the 
manual in full: 


MANUAL FOR RECEPTIONIST 


Your position is one of the most 
important in the bank. The impres- 
sions of our bank that you will create 
will go far toward our further expan- 
sion and growth. As you know we are 
now 46th in size nationally, have over 
275,000 customers, and operate eleven 
offices. 

In order that you may get a full 
understanding of the customer rela- 
tions policy and the public relations | 
policy of our bank, please read and 
study the attached manual on the 
operation of the Customer Relations 
Department until you thoroughly un- 
derstand it. Our customers and the 
public look upon us as an institution 
with one personality. It is, therefore, 
extremely important that every con- 
tact employee know what that per- 
sonality is and carry out our program 
and policy in a way that if he is the 
only person the customer ever meets, 
the desired impression will be attained. 

Your general knowledge should in- 
clude the answers to the following 
questions: 

(1) What services do we render and 
how do they work? 

You should not attempt to go into any 
detail in answering this question, how- 
ever, you should know in a general 
way every service that we extend and 
which department and branches handle 
the service. The answers to this ques- 
tion are in the attached pamphlet. 

(2) How many offices do we have and 
where are they? 

The answer to this is in the same 
pamphlet. When this question is 
asked, it will be desirable for you to 
have some of these folders in your desk 
so that you may display the map 
showing pictures of each of our build- 
ings and locations. 

(3) Who is in charge of each branch? 
What officers are in charge of 
each department? 

The answers to this are in the service 

See BETTER RECEPTION—Page 58 
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the greater community prosperity and 
make our incidental profit 


Stimulating SAVANGS 


HE promotion of thrift is an 

important part of our bank’s pub- 

lic relations program; almost two- 
thirds of our annual advertising appro- 
priation is spent in bringing thrift to 
the attention of the public. We follow 
this policy because we like to feel, that 
in so doing, our bank is discharging a 
part of its responsibility to help 
advance the general welfare of the 
community. 

We use regular schedules in the 
newspapers, sponsor a radio program, 
and have car cards in the local street 
cars and motor coaches and interurban 
electric trains and busses. Our pro- 
gram to emphasize thrift recommends 
U. S. Savings Bond purchases, the 
use of the Buy-A-Bond-A-Month Plan, 
life insurance purchases, the opening 
of regular savings accounts, “Buy 
$1,000 Plan” accounts and Christmas 
Club accounts, with deposits to be 
made either at our counters, by mail, 
through regular deductions from com- 
mercial. accounts or regular salary 
deductions. Coin savings banks are 
also distributed. 

The encouragement of thrift is not 
new with our institution, which is 
primarily a commercial bank. The 
bank’s interest dates back to its origin 
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in the California Gold Rush Days, 95 
years ago, when gold dust and nuggets, 
the product of the miner’s energy and 
thrift, were left with us for safekeeping. 

We operate two banking offices, the 
Wells Fargo office in the financial dis- 
trict, at Market and Montgomery 


the necessary 


steps to buy 








Streets, and the Union Trust office, in 
the downtown retail shopping district, 
at Grant Avenue and Market Street. 
These two offices are the result of a 
merger in December, 1923, of the 
Wells Fargo Nevada National Bank 
and the Union Trust Company, which 
was organized as a public trustee in 
1893. Twelve savings windows are in 
operation at the Wells Fargo office 
and thirteen at the Union Trust office. 
The Savings Department dates back 
to 1893; on April 30, 1947, we had 
more than 75,000 accounts, with bal- 
ances totaling $129,056,595.01. 

We benefit from our savings adver- 
tisements. This is particularly true 
of “‘Buy $1,000 Plan” advertisements 
because the plan attracts attention 
and because the orderly payment 
schedule has appeal. A great many 
people in this area, we are told, im- 
mediately associate our bank’s name 
with this now well-known plan. 

The following typifies the uses we 
make of various advertising media: 


Newspapers : 


Advertisements appear regularly in 
each of the daily papers. The space 
generally used is one column wide and 
10% inches deep. In one paper, our 
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advertisement is in a special location 
on the front page. About two-thirds 
of our newspaper schedule emphasizes 
thrift; the remaining copy is generally 
institutional with occasional mention 
of our Trust Department. 


Car Cards: 


The copy theme is generally thrift; 
the subjects frequently used are U. S. 
Savings Bonds, life insurance, savings 
accounts, and “‘Buy $1,000 Plan” ac- 
counts. For some years, we have been 
able to use cards 42 inches long and 
11 inches high instead of the smaller 
cards 21 by 11 inches in street cars, 
motor coaches, interurban trains and 
busses, and these large cards have pro- 
vided ample space for illustrations. 
For example, a card recently on dis- 
play features the “Buy $1,000 Plan” 
and includes attention-attracting illus- 
trations of three large footprints, indi- 
cating the necessary steps to buy 
$1,000; namely, “‘208 weekly steps” 
*“‘of $4.72 each.” (Incidentally, this 
card won third prize at this year’s 
convention of the Advertising Associ- 
ation of the West.) 


Radio : 

Our program, we are told, has a 
good audience and although announce- 
ments are mainly institutional, the 
copy includes thrift and Trust Depart- 
ment messages. 


Direct Mail: 

This consists mainly of statement 
enclosures with thrift as the theme. 
Periodically, we remind our commer- 
cial depositors of the advantages of 
savings accounts as a reserve by en- 
closing with their statement a form, 
to be signed and returned, authorizing 
the periodical transfer of funds from 
commercial to savings accounts. 

In our advertisements to promote 
thrift we use the following as subjects: 


U. S. Savings Bonds: 


Since May, 1941, when banks were 
authorized to sell and issue Series E 
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bonds, we have offered our Buy-A- 
Bond-A-Month Plan whereby com- 
mercial accounts are charged each 
month for purchases of bonds of any 
series. Today, in addition to cus- 
tomers’ regular purchases, we have a 
number of firms whose employees pur- 
chase bonds under the Payroll Deduc- 
tion Plan. We co-operate through 
newspaper advertisements, radio pro- 
grams, and window and lobby displays 
with the Buy-A-Bond-A-Month Plan 
now being promoted by the U. S. 
Treasury. 

To facilitate purchases of U. S. 
Savings Bondsg the Savings Bond 
divisions of our offices are easily acces- 
sible to the public. One division is 
adjacent to our Savings Department, 
and is under the supervision of a sav- 
ings officer. Depositors find this loca- 
tion convenient for buying bonds with 
savings funds. 


Life Insurance : 


We also advertise the purchase of 
life insurance as part of our thrift 
program because the young man about 
to. marry, or the recently married 
veteran, may wish to provide financial 
protection for his wife. We know that 
one quick way for him to create an 
estate to protect his family is through 
life insurance. If he puts $100 in a 
savings account an immediate asset of 
$100 is available; if he invests that 
same $100 in a life insurance policy a 
moderate estate in excess of his invest- 
ment has been created to protect his 
family. 

Our bank, of course, does not sell 
life insurance and has no interest what- 
soever in life insurance commissions. 


Several years ago we started publish- 
ing a small booklet entitled “What 
This Bank Thinks About Life Insur- 
ance.” This booklet is distributed by 
our Estate Planning Division, and we 
are told it has helped underwriters sell 
life insurance. When customers in- 
quire of our Savings Department con- 
cerning life insurance, they are re- 
ferred to our Estate Planning Division 
whose members are pleased to discuss 
insurance and estate problems. Any 
purchase of life insurance, however, is 
handled by the customer through his 
broker or life underwriter. 


Buy $1000 Plan: 


More than 35,000. depositors have 
used our “Buy $1,000 Plan” since it 
became a part of our thrift program in 
1924. About that time a bank service 
organization was using the plan in 
connection with a program to activate 
dormant savings accounts in certain 
banks. 
saw the possibilities of basing a savings 
promotion program on this plan, which 
substituted a schedule of definite 
periodic payments for irregular de- 
posits in savings accounts. Weekly 
payments to save $1,000, or $500, over 
periods of one, two, three, and four 
years, were therefore computed and 
our advertising program started. It 
has been successful from the beginning. 
Since 1940, we have included in our 
advertisements featuring the plan a 
suggestion that interested persons ob- 
tain a small explanatory booklet 
entitled “How To Put System Into 
Your Savings.” 

Many who adopt the plan are small 
business men or professional people, 


Simple forms used in bank’s payroll deduction plan 
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Two-thirds of each advertising dollar goes for thrift promotion 


who use it as a reserve.fund. Some 
customers continue using $1,000 plans 
consecutively, starting a new one im- 
mediately upon completion of the 
preceding one. At times, the plan has 
made it possible to offer other banking 
services to customers. Withdrawal of 
the paid up balance is permitted at 
any time and depositors are not penal- 
ized for discontinuing before payments 
have been completed; regular interest, 
now 1 per cent, is always paid. Even 
though unable to complete the plan 
the depositor, we like to think, has 
saved a sum which he otherwise would 
not have accumulated. 


AN outstanding example among cus- 

tomers of the value of buying $1,000 
is a young woman who, through funds 
accumulated in “Buy $1,000 Plans,” 
established a successful women’s ap- 
parel business in San Francisco. She 
was one of our first customers to use 
the plan. At that time she was the 
buyer for the women’s wear depart- 
ment of a well-known San Francisco 
sports shop. Periodic payments under 
her “Buy $1,000 Plan” had become to 
her like regular rent and other expense. 
During the depression the sport shop 
discontinued its women’s wear depart- 
ment as an economy measure and the 
buyer along with the department. 
that time she had purchased two 
$1,000 plans and had almost completed 
a third. Instead of .taking another 
job, she decided to use her accumu- 
lated capital to start a small shop of 
her own. Being an able business 
woman, her little shop grew and 
prospered. Today, the handsome sales- 
rooms and other departments of her 
establishment occupy a modern four- 
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story building in the heart of San 
Francisco’s shopping district, and she 
is still a valued customer of the Wells 
Fargo Bank. 


Payroll Deduction Plan : 


Our Payroll Deduction Plan, which 
encourages thrift among the employees 
of industrial concerns, is another of 
our savings activities. This plan has 
been operative since 1925 and provides 
for definite periodic deposits of funds, 
withheld by employers from employees’ 
salaries and wages in savings accounts 
in employees’ names. 

The details of handling payroll 
deductions are simple, and we cover 
them by special forms. After obtain- 
ing the employer’s consent the proce- 
dure is for each employee to sign an 
authorization card in duplicate. One 
copy is retained by the employer and 
the other by the bank. This is a legal 
requirement. 

When the signed authorization card 
is returned stating the amount to be 
withheld for deposit, a stencil is made 
showing the employee’s name and 
savings account number, the amount, 
and instructions as to whether the 
deposits are to be weekly, semi- 
monthly, or monthly. This stencil is 
used by the bank’s addressing machine 
department to imprint a payroll allot- 
ment sheet and payroll deposit tickets 
in duplicate, for delivery to our Savings 
Department. The Savings Depart- 
ment retains the original payroll de- 
posit tickets and mails the payroll 
allotment sheet in duplicate and the 
duplicate deposit tickets to the em- 
ployer. The employer mails the bank, 
in a self-addressed envelope, a copy of 
the payroll allotment sheet and a check 
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for the total of savings deposits to be 
made as indicated on the sheet. The 
employer also returns the duplicate 
deposit tickets for those employees 
who have temporarily deferred or 
canceled their payroll deduction au- 
thorizations. Duplicate deposit tickets, 
handed to employees by employers, 
serve as receipts for deposits. 

Instead of calling periodically at the 
bank and having the deposits recorded 
in their passbooks, employees, in most 
cases, leave the books with us in order 
that deposits may be posted immedi- 
ately in the book and the book thereby 
kept in balance with our ledgers. This 
system is convenient for industrial 
firms as well as the bank, as clerical 
work is minimized because all forms 
are prepared before payday. 

The members of our bank’s staff 
may arrange to have deductions made 
from their own salaries for the purchase 
of U. S. Savings Bonds, or for deposit 
in savings accounts of any type. 


Christmas Club Accounts : 


Our Christmas Club accounts date 
from the early 1920’s and are of two 
types: those in which customers make 

See STIMULATING SAVINGS—Page 62 
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In Chicago 


AS YOUR BANK 


You are cordially invited to use The First National 
Bank of Chicago as your correspondent. To serve you, 
and to insure prompt attention in all correspondent 
bank relationships, there is an experienced group of 
officers which devotes its entire time to this work. 


Epwarp E. Brown, Chairman 


James B. Forcan BenTLEY G. McCLoup 
Vice-Chairman President 


BANK AND BANKERS DIVISION OFFICERS 


Joun J. ANTON Vice-President 
Tuomas J. NuGent Vice-President 
Haroip W. Lewis Asst. Vice-President 
ME vin H. Tuies Asst. Vice-President 
Verne L. BARTLING Asst. Vice-President 
Cuarces F, NEWHALL Assistant Cashier 
Epwarp DECKER Assistant Cashier 
C. Guy WILLarD Assistant Cashier 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

















If you want... 


timely assistance on your.investment portfolio 


prompt information on credits, foreign trade, 
bank operations, or other banking and trust 


problems 


diligent attention to all the daily services re- 


quired of a New York correspondent 


personal cooperation whenever an out-of-the- 


ordinary situation arises 


...call on Central Hanover! 





CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


Member Federal Deposit Insurance Corporation 
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WASHINGTON VIEWPOINT 








The London Conference 


The second annual meeting of direc- 
tors of the International Bank for 
Reconstruction and Development and 
the International Monetary Fund in 
London came at a critical time in 
Europe’s financial history. The Sep- 
tember meeting was reminiscent of the 
crisis which developed in England in 
September, 1931, when the Bank of 
England was forced to go off the gold 
standard. 

The world’s dollar shortage domi- 
nated the discussion as did Britain’s 
austerity program designed to recover 
her dominance in the world export 
market, so necessary for her financial 
well-being. 

John J. McCloy, president of the 
International Bank, and Camille Gutt, 
executive director of the International 
Monetary Fund, largely rejected the 
requests by Chancellor of the Excheq- 
uer Hugh Dalton that the twin 
institutions be used as underwriters 
of so-called “‘stop-gap”’ financial aid 
to Britain, though a small amount of 
dollar exchange was provided. 

Mr. McCloy warned directors of the 
44 nations gathered in London on the 
attitude ‘of American investors that 
exists on the problem of financial help 
for Europe. He said that United 
States investors have decided “rightly 
or wrongly” that the $3,750,000,000 
American loan to Britain had little 
beneficial effect. 

Mr. McCloy reiterated the financial 
tenets upon which the World Bank 
was founded, i. e., that its funds must 
be .used for reconstruction purposes, 
and not for any other purpose. 

“To date the most pressing calls 
upon the bank have been for purposes 
of reconstructing the war-damaged 
nations of Europe,’”’ Mr. McCloy said 
in the annual report. ‘In that field 
there is for the moment not only great 
urgency but also great opportunity for 
rapid improvement in the level of 
productivity and, with it, improve- 
ment in the level of trade among all 
the members of the bank. But while 
European recovery has of necessity 
been stressed, plans for reconstruction 
and development elsewhere have also 
been given consideration, and at a later 
stage the emphasis will tend tobe on 
the development phase of the bank’s 
activities.” 

During its first full year of oper- 
ations the bank has made three im- 


October, 1947 


By N. P. GREGORY, 


Washingten Correspondent 


portant loans. It has granted a 
$250,000,000 loan to France, a $195,- 
000,000 loan to The Netherlands and 
a $40,000,000 loan to the Kingdom of 
Denmark. 


Dollar Crisis Mounts 


Europe’s dollar crisis (resulting from 
a disequilibrium of trade with the 
United States) is occupying the atten- 
tion of authorities in Washington and 


























WE LIKE TO HAVE BANKERS 
VISIT US 


The fact that so many of our banker friends 
visit The Northern Trust Company is evi- 
dence that we have plenty of time to discuss 
their problems and attempt to find the solu- 
tions. We like to have them come in, and 
they know it. Our correspondent banks find 
us helpful—and that is mutual. 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE STREET 
CHICAGO 


Member Federal Deposit Insurance Corporation 
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it is predicted that some measures will 
be taken to relieve it by next January. 

The long-range program which Sec- 
retary of State George C. Marshall 
proclaimed in his historic address at 
Harvard University on June 5 will be 
supplemented by a stop-gap program 
in the near future. 

The stop-gap plan envisages the 
shipment of foodstuffs and coal to 
western Europe as a means of halting 
the drain of dollars for the purchase of 
these commodities. It is expected 
that $2,000,000,000 or $3,000,000,000 
may be spent in this connection. 

Indicative of the seriousness of the 


situation is the decline in United States 
exports in the last two months. Al- 
though, the drop has been small, it is 
expected to, increase in the coming 
months as dollar exchange runs short 
and central banks begin to conserve 
their currency. 

The recent agreement between the 
United States and the United Kingdom, 
relaxing provisions of the Anglo-Ameri- 
can $3,750,000,000 financial pact, elim- 
inating convertibility and the “freez- 
ing” of about $400,000,000 of the loan 
is a point in that direction. However, 
Britain’s protective measures are hav- 
ing an adverse affect on other central 








There are More Advantages 
at the CENTER? 





+z The strategic, centralized location of 
St. Louis makes a banking connection par- 


ticularly advantageous to other banks and 
to business in general. Upon this Reserve 
Bank city, close to the center of population; 
converges a mighty stream of commerce 
and finance. St. Louis is the gateway to the 
great and rapidly expanding empire of the 
Southwestern states. » Many have found 
the advantages of banking at the center of 
commercial expansion...in St. Louis...and 
a great many have chosen Mercantile- 


Commerce as their bank in this city. 











banks. For example, part of Italy’s 
financial troubles can be traced to the 
fact that the central bank’s sterling 
cannot be converted into dollars. 

This has put a pinch in Italy’s 
economy and at this writing it is pre- 
dicted that unless Italy received inter- 
mediate dollar aid she may be forced 
to curtail her imports of raw materials. 
Naturally, this adverse financial condi- 
tion has played into the hands of 
Italian communists. 

The sale by the Bank of England of 
$80,000,000 of gold to the Federal 
Reserve Bank of New York was a 
necessity. The fact that the Old Lady 
of Threadneedle Street has been forced 
to dip into her gold reserves of $2,400,- 
000,000 in order to obtain dollar 
exchange, the first since 1939, is an- 
other factor emphasizing the serious- 
ness of conditions in Britain. The sale 
was forecast by Chancellor of the 
Exchequer Hugh Dalton last month 
shortly after sterling convertibility 
was suspended and Britain and the 
United States virtually froze the re- © 
maining $400,000,000 of the American 
Loan. 

Secretary of the Treasury John W. 
Snyder in London attending the annual 
meetings of the International Bank 
Fund declared ‘“‘there might well be 
important need for interim aid” for 
most of Europe while the Marshall 
plan is being drafted. He indicated 
the remainder of the American loan 
may soon be made available to Britain, 
a move that would relieve temporarily 
the need for further sales of gold. 
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New Housing Program 


Co-ordination of administration of 
the Federal government’s over-all 
housing policy provided in legislation 
enacted by the 80th Congress is pro- 
ceeding at a good pace and will be 
completed soon, Raymond M. Foley, 
administrator of the Housing and 
Home Finance Agency, top organiza- 
tion in the setup, has stated. 

The HHFA will preside over: 

1. A Home Loan Bank Board which 
takes over the present function of the 
Federal Savings and Loan Insurance 
Corporation, the Home Owners’ Loan 
Corporation and the Federal Home 
Loan Bank Board. 

2. The Federal Housing Adminis- 
tration, which retains its same duties. 

3. A new Public Housing Adminis- 
tration, which takes over the duties of 
the United States Housing Adminis- 
tration and a few other temporary 
agencies created during the war. 

Shortly after President Truman 
signed the bill he made recess appoint- 
ments to carry out the provisions of 
Reorganization Plan No. 3 under 
which HHFA was created. In addi- 
tion to Mr. Foley, the President made 
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FIRST NATIONAL BANK (North Avenue Branch), ATLANTA, GA. LAFAYETTE NATIONAL BANK, LAFAYETTE, IND. 
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FIRST NATIONAL BANK OF PHILADELPHIA 


What they Say_ 


“WOULD NOT CONSIDER DOING WITHOUT THEM .. . 
very pleased with results . . . customers waited 
on much faster . . . think machines a fine 
investment.” 

UNIVERSITY NATIONAL BANK 
Seattle, Wash. 









“REACTION EXTREMELY FAVORABLE ... very much 
pleased . . . provide an audit not possible with 
pen-and-ink records . . . saves time . . . entry 
of a deposit quicker . . .” 

FORBES NATIONAL BANK |: 
Pittsburgh, Pa. 






“CUSTOMERS PREFER OFFICIAL REGISTERED RECEIPT 
TO PASSBOOK . . . experienced no difficulty in 
swinging over . . . speed of operation has 
continually increased . . . customers notice 
increased speed ... well pleased with system ...” 


FIRST NATIONAL BANK 
OF PHILADELPHIA 


“GIVES MORE COMPLETE CONTROL . . . recent 
survey showed tellers averaged handling 
customer transactions about 20% faster... 
It’s sweeping the country—the Burroughs Commercial Teller’s Machine! —_!So save teller’s time in balancing . . . facilitate 

: . a delivery of checks and deposits to other 
Banks in practically every state are now reaping the benefits of the departments . . . well pleased with results . . .” 


improved customer service, the increased goodwill and the favorable FIRST NATIONAL BANK 


publicity it brings. ware nase. 





Passbooks, with their time-wasting pen-and-ink methods, are getting {CUSTOMERS LIKE NEATNESS AND SPEED . . . 
; i : . handle more depositors per teller than ever 
to be a thing of the past. This machine handles all types of transactions _ before . . . recommend plan to any bank wish- 


at the touch of a few keys, and automatically accumulates the figures the —_1"8 to improve its service.” 


teller needs to balance his cage! Tee oe Maat oe hg ie 


Learn how Burroughs Commercial Teller’s Machines can contribute “NO DIFFICULTY IN CHANGE-OVER . . . feel this is 
most constructive advance in bank mechanical 


importantly to better public relations by mechanizing and modernizing _—_ equipment in recent years... differences more 


; your service. Learn how easily other banks have changed over to machine _—€4sily located, since each teller has complete 
‘ h hj d dveill ‘and Geetehia nella record of his transactions... 

operation . . . how much increased goodw publicity NIAGARA NATIONAL BANK 

they’ve gained . . . how they’ve gone about introducing this new service. Buffalo, N. Y. 


Call your nearest Burroughs office for complete details and the answers 


to all your questions. 
tite BURROUGHS COMMERCIAL 
. TELLER’S MACHINE .... 


Replaces bothersome passbooks with printed, 
registered deposit receipts. 


Creates goodwill through faster, better window 
service and reduction of lines and lobby 
congestion. 


Speeds internal work through faster flow of 
items to proof department and faster cage- 
balancing. 


Increases accuracy and neatness with legible, 
printed figures that prove bank’s and customer’s 
records are in agreement. 

Protects customer and bank by providing com- 


plete, machine-printed records of all cage 
transactions. 


WHEREVER THERE’S BUSINESS THERE'S 


Burroughs 
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THE MARK OF SUPERIORITY 
IN MODER' BUSINESS MACHINES 


vide Naintenance Service * Machine Supplies 








these other recess appointments: 

Franklin D. Richards, Utah, com- 
missioner, Federal Housing Adminis- 
tration. 

Dillon S. Myer, Ohio, commissioner, 
Public Housing Administration. 

John H. Fahey, Massachusetts, 
chairman of the Home Loan Bank 
Board for the term ending June 30, 
» 1949. 

Nathaniel Dyke, Jr., Arkansas, mem- 
ber of the Home Loan Bank Board, 
term ending June 30, 1951. 

J. Alston Adams, New Jersey, 
member of the Home Loan Bank 
Board, term ending June 30, 1950. 


The bill under which HHFA was 
created attempts to eliminate the 
main obstacle of high monthly costs 
which has prevented private enterprise 
from sustaining a sufficiently large 
volume of home building. This has 
limited the amount of new housing 
which can be sold or rented and, in 
consequence, has limited production. 

Specifically the new legislation pro- 
vides the following additional aids to 
make it possible for private enterprise 
to serve much more of the housing 
need than it has been able to serve in 
the past: 

1. Assists in progressively reducing 








EXPANDING HORIZONS 


HE world’s increasing needs for the products of America’s 
industrial and agricultural heartland, together with direct air 
transportation linking the Midwest with foreign countries, present 
a tremendous opportunity for midwestern advancement. 
American National Bank of Chicago, with the experience and 
facilities necessary to serve those engaged in foreign trade, offers 
a banking service suited to these expanding horizons. If the busi- 
ness of some of your customers includes international trade, our 
Foreign Department is well prepared to co-operate with your 
bank in serving them. Why not arrange a conference with our 
Foreign Department officers when you are in Chicago and find 
out more about the broad scope and character of this service? 
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housing costs, and in making available 
data on national housing needs, de- 
mand and supply. 

2. Strengthens the existing facilities 
of FHA and the Federal Home Loan 
Bank Administration by enabling them 
to serve moderate-income families 
more effectively. For the Home Loan 
Bank Administration it expands the 
lending power of home loan banks and 
of Federally chartered savings and 
loan associations to permit their full 
participation in the FHA insurance 
and G. I. bill of rights home loan 
programs. 

3. In connection with new homes 
where the mortgage principal is not 
more than $5,000, or $6,000 if required 
because of higher costs, it adds to the 
FHA system three important provi- 
sions: (a) to make initial purchase 
easier, the insured loan would cover 
95 per cent of the cost of the house, 
as compared with a present maximum 
90 per cent; (b) lessens the monthly 
financing charges, the maximum period 
of repayment is extended to 30 years 
instead of the present 25, and the 
maximum statutory interest is reduced 
from 5 to 4 per cent; (c) encourages 
participation by builders in low priced 
housing programs by permitting the 
FHA to make firm mortgage-insurance 
commitments to builders up to 85 per 
cent of the value of the house. 

4. Assists private enterprise to serve 
middle-income families with rental or 
mutual ownership housing projects by 
providing FHA insurance for 90 per 
cent loans with 40-year maturities and 
a maximum interest rate of 4 per cent. 

5. Encourages direct investment in 
rental housing for families of moderate 
income, by authorizing the FHA to 
guarantee to investors in rental hous- 
ing projects a minimum floor under 
earnings and a return of the capital 
investment in not exceeding 50 years. 
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FDIC Retires Capital 


Over half of the money which the 
Federal Reserve Banks and the Treas- 
ury subscribed to the Federal Deposit 
Insurance Corporation’s capital in 
1933 has been paid off. 

Maple T. Harl, chairman of the 
FDIC, disclosed that checks totaling 
$146,695,250 to retire more than half 
of the capital of the corporation have 
been paid to the Treasury and the 
Reserve Banks under legislation en- 
acted by the 80th Congress. The 
FDIC is now well under way to being 
an agency financed entirely by the 
banks whose deposits it insures. 

The checks paid in full the more 
than $139,000,000 subscribed by the 
12 Federal Reserve Banks, and nearly 
$7,500,000 of the $150,000,000 of 
Treasury funds originally subscribed. 
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HAVE YOU READ THIS 
HELPFUL LEAFLET? 


“Banking Aids to Public 
Utilities’ has received so 
many favorable comments 
that we are repeating this 
offer to send you a compli- 
mentary copy. Describing 
Irving’s specialized facili- 
ties, it may also suggest 
opportunities of mutual 
advantage. 


IRVING TRUST COMPANY 


THe Public Utilities Holding Company Act 
has vastly increased the financial responsi- 
bilities of local electric and gas utilities. For 
your bank, current expansion programs offer 
an opportunity to be of greater assistance 
than ever before. 


At the Irving, we have found this type 
of banking service highly specialized—and 
often posing unusual problems. We have a 
Public Utilities Division under the direction 
of a Vice President who has been a top ex- 
ecutive in public utility companies for over 
thirty years. 


Perhaps this Irving Division can be of 
assistance to you in your handling of this 
increasingly important banking function. 





ONE WALL STREET, NEW YORK 15, N. Y. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


..- Are banking services keeping pace? 
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in 


Pittsburgh 


“In one recent month, we made 147 automo- 
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bile loans representing a dollar volume of 
$143,846.65. 

“During the previous month, we made 100 
ake PAM ig CR | /; loans on passenger cars, amounting to $86,337, 

VA Rm een | and 18 loans on commercial vehicles repre- 
senting a dollar volume of $27,852. 

“Hardly a day goes by that some insurance 
agent who previously has shown little interest 
in the plan does not call in one or more applica- 
tions. This is indeed encouraging, and if we 
can only keep this interest at a proper pitch, we 
should eventually be receiving 100 or more 
loans a week to the mutual advantage of the 
agents and the bank.” 

H. G. Hawthorne, 
Assistant Vice President 
The Farmers Deposit National Bank 


of Pittsburgh 
Pittsburgh, Pennsylvania 
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The Bank and Agent Auto Plan has proved its 
ability to produce a growing volume of de- 
sirable loans. It has gained ready 
acceptance by bankers, insurance 
men and their customers. 
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AATNA CASUALTY AND SURETY COMPANY 
iffiliated with Atna Life Insurance Company 


AL TOMOBILE INSURANCE COMPANY * STANDARD FIRE INSURANCE COMPANY 
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HARTFORD IN CONNECTICUT 
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EDWARD L. LOVE 
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CARL J. SCHMIDLAPP 


Named senior vice-presidents of Chase National Bank, to assist in top management 


Four officers of the Chase National 
Bank, New York City, have been 
appointed to the newly-created rank 
of senior vice-president. 

Joining Winthrop W. Aldrich, 
chairman of the board, and Arthur 
W. McCain, president, in the top- 
level executive group to deal in 
matters having to do with the bank’s 
management and policy are Carl J. 
Schmidlapp, Percy J. Ebbott, 
Edward L. Love and Hugo E. 
Scheuermann, vice-presidents of 
long standing. All will continue 
their present assignments in addition 
to their new responsibilities. 

Mr. Schmidlapp is a director of 
the Chase and chairman of the com- 
mercial banking department. He 
has been a vice-president of the bank 
since 1915, and is a director of Allied 
Chemical & Dye Corp., Chicago 
Pneumatic Tool Co., Continental 
Insurance Co.; General Foods Corp., 
and many other corporations. 

Mr. Ebbott is vice-chairman of 
the commercial banking department 
and in charge of the bank’s business 
in thirteen Midwestern states. He 
has been associated with the bank 
for almost 35 years and has been 
a vice-president since 1921. He is 
a director of the Allied Stores Corp., 
Nash-Kelvinator Corp., Moore- 
McCormack Lines, The Chase Bank 
and other corporations. 

Mr. Love, a vice-president since 
1930, is in charge of the bank’s pub- 
lic utilities department, which he 
organized fifteen years ago. The 
division, relatively unique among 
banks, extends loans to _ utilities 
groups which serve virtually every 
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section of the country. He is a 
director of the New York & Rich- 
mond Gas Co., Willys-Overland 
Motors, Inc., Arnold Constable 
Corp., and other corporations. 

Mr. Scheuermann, who has been 
associated with the bank since 1912, 
has had extensive experience in the 
handling of credits and loans to 
customers in all parts of the country. 


o 


Caspar W. Clarke has been 
advanced from executive vice-presi- 
dent to board chairman of the 
Pacific National Bank of Seattle, 
following the retirement of George 
H. Greenwood. 

Mr. Clarke has been active in 


New chairman of Seattle bank 


CASPAR W. CLARKE 





Seattle banking since 1915, when he 
became a messenger for the old 
Union Savings and Trust Co. He 
later became assistant cashier of this 
institution, and in 1924 was made 
cashier of the National Bank of 
Commerce. 

He joined the staff of the Pacific 
National Bank as vice-president in 
1931 and was named executive vice- 
president in 1936. He is a past 
president of the Seattle A. I. B. 
Chapter, and has long been promi- 
nent in civic affairs. 

. 
‘ 

The Second National Bank of 
Houston has promoted George M. 
Irving from vice-president and gen- 
eral trust officer to executive vice- 
president and general trust officer, 
and Herbert M. Seydler has been 
advanced from vice-president to 
senior vice-president. 

. Mr. Irving came to the Second 
National in 1927 as a trust solicitor, 
and has since specialized in trust 
matters. Mr. Seydler joined the 
bank in 1923 and his experience has 
been entirely in the field of credit. 


° 


C. Rodgers Burgin who has been 
a director of the New England Trust 
Company of Boston since 1941 has 
been elected president succeeding 
Roger Pierce, who has held the 
office since 1927. Mr. Pierce has 
become chairman of the board. 

Mr. Burgin was in the investment 
business from 1921 to 1932, when 
he became associated with the Quincy 
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(Massachusetts) Savings Bank, and 
he has been president of the bank 
since 1943. He recently served as 
president of the Savings Bank As- 
sociation of Massachusetts. 


° 


With the resignation of Carl F. 
Kuehnle due to impaired health, 
J. Ross Humphreys has been 
elected president of the Central Na- 
tional Bank, Chicago. He formerly 
was administrative vice-president and 
cashier. G. L. Nelson, a senior vice- 
president, now has the additional 


title of cashier. Adam Cieciwa has 
been elected auditor. 

While retiring from active manage- 
ment, Mr. .Kuehnle will continue as 
a stockholder and director. 


3s 


Under the direction of Harvey L. 
Schwamm as president and board 
chairman, the National Bronx Bank 
of New York is recognized as one of 
the most active and progressive 
banking institutions in the Bronx 
area. Now it has expanded into 
Wall Street, with the acquisition of 
the Pan American Trust Company 








fit of his extensive experience. 








... At Your Sewice 


Mr. Key has just been appointed assistant vice president in our 
Correspondent Bank Division. For your increasingly better serv- 
ice, he brings you a wide knowledge and background in con- 
sumer credit and general banking. 

For the past 6 years he has been review examiner in the Banking 
Department of the Illinois Auditor of Public Accounts’ office. 

Mr. Key is thoroughly grounded in consumer credit practices, 
having successfully organized and operated such departments in 
smaller banks in the Illinois territory. 

Industrial Bank is pleased to offer its correspondents the bene- 

















from Mexican interests. At one time 
Pan American was controlled by 
Banco Nacional de Mexico, but in 
recent years it has been privately. 
owned. John B. Glenn, president 
of Pan American, will remain with 
the bank. 


* 


New A. B. A. director of research 
in mortgage and real estate finance 
is Eugene M. 
Mortlock, for- 
merly vice-presi- 
dent and mortgage 
loan officer of 
the Gramatan 
National Bank 
and Trust Co., 
Bronxville, New 
York. He suc- 
ceeds Howard B. 
Smith, now treas- 
urer of the Middle- 
town (Connecticut) Savings Bank. 
Mr. Mortlock will also serve as 
assistant secretary of the A. B. A. 
Savings Division. 

* 


E. M. MORTLOCK 


A well-known banker may have 
considerable influence on the future 
pattern of our Federal tax system. 
Harold V. Amberg, vice-president 
and general counsel of the First 
National Bank of Chicago has been 
named by Secretary of the Treasury 
Snyder to be one of three consultants 
in conjunction with the Treasury’s 
program of analysis and study of the 
Federal tax system. 


« 


W. H. Smith, who has been vice- 
president and manager of the San 
Jose branch of the 
Anglo California 
National Bank, 
San Francisco, has 
been named vice- 
president in charge 
of the bank’s con- 
tract department, 
comprising its 
automobile and 
equipment financ- 
ing activities. Mr. 
Smith succeeds 
Ivan M. Barnett, who resigned 
September 30 to become an auto- 
mobile dealer in Santa Rosa, Cali- 
fornia. 
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W. H. SMITH 


o 


With the acquisition of the Clark 
County National Bank in Vancouver 
by the Seattle-First National Bank, 
Seattle, Washington, Horace Daniels 
has been designated vice-president 
of Seattle-First and manager of the 
Clark County Branch. He formerly 
was president of the acquired bank. 
T. R, Piele, formerly vice-president 
of the Clark County National, has 
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been elected assistant vice-president 
of Seattle-First and named assistant 
manager of the new branch. 

Ownership of the Clark County 
National Bank had heretofore been 
controlled by interests affiliated with 
the United States National Bank of 
Portland. 

* 


Some of the gems in his collection 
of rare mechanical banks were pre- 
sented by I. A. Long, vice-president, 
Mercantile-Commerce Bank and 
Trust Company, St. Louis, in a 
recent broadcast over a local televi- 
sion station. In the course of the 


His mechanical banks televised 


program Mr. Long demonstrated the 
mechanical action of many famous 
banks. The scene above shows Mr. 








HIGHLIGHTS IN INSURANCE HISTORY 
Early Theatre Losses 


In the century beginning with the burning of Rickett’s Circus and Greenwich 
Street Theatre in 1799 and ending with the burning of the Metropolitan 
Opera House in 1892, New York had 37 great theatrical fires. Because of 
these catastrophes, the Insurance industry helped to create more strin- 
gent theatre building and operating laws. By 1887 they had achieved such 
important provisions as: open courts or alleys on each side of a theatre; 
extra doors into the courts; outside iron stairways leading to galleries; 
proscenium-wall extending from foundation to and through roof, which 
with fire curtain made a fire-proof boundary; automatically opened 
skylights on stage roof; on each floor fire extinguishers and hose con- 
nected with roof tank; floors and partitions constructed of iron and 
masonry; diagrams of each floor printed on programs; regular 
uniformed fireman detailed to each performance. 


















YA The National Union and Birmingham Companies believe that 
, “Prevention” will go on being the most important word in the 
Fire Insurance industry, and that no single company can go too 
far in accenting this capital-letter word. 


National Union 
and Birmingham 
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Long at the left, with the director of 
special news events for the station. 


e 


Rulon F. Starley has been ad- 
vanced from cashier to vice-president 
of the Commercial Security Bank, 
Ogden, Utah. He formerly was 
Bank Commissioner for the State of 
Utah. The bank’s new cashier is 
Frank Francis, previously a chief 
examiner for the FDIC. 


¢ 


Once again America’s most pub- 
licized banker has been portraited in 
print. This time A. P. Giannini as 
founder and “guiding genius” of 
Bank of America ‘‘made the Post’”’ 
with a serial story on his career by 
Matthew Josephson, titled ‘Big Bull 
of the West.”” The Saturday Evening 
Post described the article as ‘‘the 
fabulous story of the man who left 
grammer school to be a peddler— 
and became the world’s biggest 
banker.”’ 

+ 


The election of James E. Ruhl 
as executive vice-president and W. 
B. Alward as secretary has been 
announced at the Dime Trust and 
Savings Bank at Fort Wayne, Indi- 
ana. Mr. Ruhl advanced from his 
former post as secretary of the bank 
while Mr. Alward was until now 
associated with the FDIC. 


¢ 


William A. Koch, formerly cash- 
ier and trust officer at the Citizens 
State Bank at Wausau, Wisconsin, 
has been elected president of the 
bank succeeding the late O. C. 
Lemke. R. A. Johannes, assistant 
cashier and assistant trust officer, 
was promoted to cashier. 


o 


Central Bank, Oakland, California, 
has announced the 
election of A. J. 
Nardi as vice- 
president to head 
the real estate loan 
department. Mr. 
Nardi has been 
supervisor of loan 
development in 
the head office of 
Bank of America 
in San Francisco 
for the past two 
years, following experience as man- 
ager of several branches. 








A. J. NARDI 


o 


Edward C. Davidson has been 
elected chairman of the board, 
Peoples Commercial & Savings Bank, 
Bay City, Michigan, and Charles 
A. Coryell is the new president. 
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Mr. Davidson’s father, the late 
James E. Davidson, formerly held 
both positions. 

. 


Quite a number of official changes 
have taken place at the Day Trust 
Company of Boston. Franklin 
Thomas Bigelow has been elected 
vice-president and trust officer. 
Francis Blake was elected a trust 
officer along with William C. Paul- 
son, while Harold R. Austin, has 
advanced from comptroller to assist- 
ant trust officer. 

o 


The recent death of H. S. Kap- 
plinger, vice-president and cashier 
of the Third National Bank and 
Trust Co., Springfield, Massachu- 
setts, has resulted in the following 
executive changes: 

Harvey H. Moses, formerly trust 
officer, is now vice-president and 





H. F. COLTON 
H. A. SEARS 


C. RUGGLES, Jr. 
H. H. MOSES _ 


trust officer. Harlan A. Sears, for- 
merly assistant cashier, is now cash- 
ier. Henry F. Colton, assistant 
cashier, has been made vice-presi- 
dent in charge of the savings depart- 
ment. Carlos Ruggles, Jr., assist- 
ant cashier, is now vice-president in 
the credit department. 


o 


Preston B. Doty, board chairman 
and president of the First National 
Bank at Beaumont, Texas, died re- 
cently while vacationing at Colorado 
Springs, Colorado. 


SJ 


Death came almost simultaneously 
last month to Charles M. Preston, 
chairman of the board of the Hamil- 
ton National Bank, Knoxville, Ten- 
nessee, and J. E. Harris, executive 
vice-president. 

Mr. Preston was one of three 
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brothers long prominent in Tennessee 
banking. One brother, Howard P. 
Preston, is president of the Hamil- 
ton National Bank of Knoxville, 
while Thomas R. Preston is presi- 
dent of the Hamilton National Bank 
of Chattanooga. 
+7 


An increasing number of banks are 
setting up individuals to head their 
public relations programs, indicating 
enhanced recognition of the impor- 
tance of such activities. An example 
is the current appointment of George 
VY. Christie, former New York 
newspaperman, as director of public 


relations of the First National Bank 
of Arizona. Mr. Christie has also 
been active in sales, advertising and 
market study fields. 


& 


Another trend is the elevation of 
personnel men in banks to officer 
rank, also in recognition of the im- 
portance of this function. For in- 
stance, the Corn Exchange National 
Bank and Trust Company, Phila- 
delphia, has announced the election 
of J. Mark Kirchgasser as an 
officer of the bank with the title of 
personnel director. 











Doors fitted with either key or com- 
bination lock. 


Designed to meet the transportation 
problem from vault to tellers’ cage. 


Can be equipped to accommodate the 
Stokes Aluminum coin trays or any 
type in use. 

Lady tellers can handle this equipment 
with ease. 

We will be pleased to send full details. 


ADDRESS : 


QUALITY PropucTS COMPANY 


1513 Cliffwood Place, 
CHARLOTTE 3, N. C. 


Manufacturers of . .. 
ALUMINUM COIN TRAYS. 
VAULT STORAGE EQUIPMENT. 
ALUMINUM OMNIBUS. 











IT’S HERE! 


The All Aluminum Omnibus 


Equipped with ball bearing casters. 
Adjustable shelves, currency drawer and linoleum top. 
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"it’s to settle an argument 


on which is the nearest 


Pennsylvania Company office!” 


That's doing it the hard way. It would be much 
easier to drop us a line and let us tell you where 
our 18 offices are located. You'd learn then that 
they spread conveniently throughout Philadelphia 
and its suburbs. 


This is important to you as a present or pros- 
pective Correspondent Bank, for it means that, 
wherever your customers are located in this large 
industrial area, one of our offices is in the neigh- 
borhood ready to serve them. 


Our correspondents find this a real help. They 
also find it useful to have at their disposal the 


extensive facilities of a large bank and of one of 
the nation’s oldest and largest trust companies. 
As a Pennsylvania Company correspondent, 
you'll appreciate the speed with which we handle 
all transit and collection items, and our heavy use 
of air mail in clearing checks. You'll find it help- 
ful, too, to use our offices as your headquarters 
whenever business calls you to Philadelphia. 
There are many other advantages and services 
we can offer. If you'll write us—at 15th and 
Chestnut Streets, Philadelphia 1, Pa.—we’ll tell 
you more about them. No obligation, naturally. 


THE 
PENNSYLVANIA 
COMPANY 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM © 


for Banking and Trusts 


FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 
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CANADIAN BANKING 








Saturday Banking Hours 


Canadian banks in most urban 
localities on September 6 inaugurated 
new Saturday banking hours with 
the intention of giving staffs a fuller 
half-holiday. Banking hours are now 
9-11 A.M. Saturdays, instead of 
former 9:30—12 o’clock. With office 
work after banking hours cut to a 
minimum bank staffs are expected to 
be able to get away by 1 P.M. on most 
Saturdays as a result of this change in 
banking hours. 

This is a first step to a possible five- 
day banking week. The Canadian 
Parliament will have to revise the Bills 
of Exchange Act, which requires banks 
to be open every week-day, before a 
five-day week will be possible for the 
banks. As banking in Canada is 
under Federal legislation, in view of 
the interprovincial branch banking 
system, it will require a change by 
the Federal Parliament in legislation, 
rather than one by provincial legisla- 
tures. Bankers hope the change 
will help ease the personnel problem. 
Saturday working hours have been a 
stumbling block in hiring younger 
employees, in view of the five-day 
work week in other lines of business. 
The fuller half-holiday will also help 
in bettering employee relations through- 
out the banking system. 
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Housing Exhibition 


How the Canadian city dweller and 


By JAMES MONTAGNES 


farmer can obtain government-ap- 
proved loans for new house construc- 
tion and home extension was graphi- 
cally displayed at the Canadian Na- 
tional Exhibition, Toronto, August 22 
to September 6, by the Central Mort- 
gage and Housing Corporation, a 
government agency. In a. sectional 
series of displays Canadians were 
shown the various methods by which 
home loans can be obtained under the 
National Housing Act through mort- 
gage or insurance companies. 

The display showed by picture and 
word how the individual should go 
about obtaining a NHA loan, types of 
homes which can be built, community 
planning enterprises in major cities, 
types of rural homes which are being 
built, essential factors to keep in mind 
in selecting a housing site, various 
methods of heating a home, how to 
furnish a home, and how to go about 
obtaining a home extension or remodel- 
ing loan. There were also displays of 
prize winning homes for various sec- 
tions of Canada, models of community 
developments in Winnipeg, Toronto 
and Montreal, models of low cost rental 
developments of municipalities, how 
primary producers can obtain loans, 
and the role of community planning in 
home building. 

This was the first such elaborate 
display by the CMHC, a post-war 
corporation which has included in its 
operations the government’s Wartime 
Housing Limited and government’s 
emergency housing organization. A 
booklet on how individuals and organi- 


zations can obtain NHA loans was 
available at the exhibit. 
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New Bond Issue 


A second series of Canada Savings 
Bonds will’ be placed on sale October 
14, to continue the wartime payroll 
savings plan. The new issue, similar 
to that issued last year, will be limited 
in amount held by purchasers to $1,000, 
each bond being registered in the 
owner’s name. Bonds will bear interest 
at 234 per cent each year for ten 
years. Canadian banks will act for 
the government’s Bank of Canada as 
authorized sales agents. 


¢ * S 


American Dollar Exchange 


The Royal Canadian Mounted Police 
have started a country-wide check of 
the way in which storekeepers, service 
stations, hotels and others are handling 
United States currency received from 
tourists. The investigation was started 
this summer at the request of the 
Foreign Exchange Control Board, 
which felt that not all the U. S. dollars 
are being turned in to the banks to 
meet Canada’s U. S. exchange needs. 
The U. S. dollars spent by tourists in 
Canada are one of the main sources of 
foreign exchange to pay for Canadian 
imports. It was found that U. S. dol- 
lars were being paid out to Canadians 
and American tourists alike, in making 
change. Canada’s need for U. S. dol- 


Displays at Toronto exhibition give complete details on loan arrangements under National Housing Act 


October, 1947 














lars has resulted in tightening exchange 
restrictions to nearly wartime level. 


* ¢ ° 


Alberta Bank Act 
Ultra Vires 


The social credit government of 
Alberta has for a number of years 
endeavored to institute a “bill of 
rights” under which the provincial 
government could control credit. The 
legislation has gone through the Ca- 
nadian courts and has been found 
ultra vires. The Alberta Government 
appealed to the Privy Council at 
London. 


The council ruled that the clear 
intent and purpose of the act as a 
whole “is to establish machinery 
sufficiently complete in itself to secure 
that in accordance with the economic 
concept of social credit, it will severely 
restrict chartered banks from con- 
tinuing to carry on a legitimate part 
of their present operations.” 


Sd 


Bank Advertising 


Canada has opened the door to 
European immigrants, and the Bank 
of Montreal has taken the opportunity 
to advertise its services in the language 





tHE BANK oF 
NOVA SCOTIA 


49 WALL STREET, NEW YORK 
G. F. HINCHCLIFFE, AGENT 


Over 270 branches across Canada; and in New- 
foundland, Jamaica, Cuba, Puerto Rico, Dominican 
Republic, London, England. 


GENERAL OFFICE 
TORONTO, CANADA 











they’re out of sight. 


The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
igh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 





Where are the Casts of Yesteryear? 
W 


Well, if you are thinking of building costs, the answer is 
If you bought insurance within the 
past five years, you are probably under-insured now. 
The thing to do is to check your present insurance 
against the present cost of reproducing the property and 
then make the necessary adjustments. 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 


But do it now. 


Equitable Fire & Marine Ins. Co. 
Providence 3, R. 1. 


The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 








4t 








of the immigrants. When a ship re- 
cently brought 1,000 settlers from 
Holland to live in southwestern Ontario, 
the Bank of Montreal distributed 
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Our Foreign Deparrment 
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|» ete are you find thom: 
BUENOS AIRES, BOMBAY, BIRMINGHAM, BRISUANE 

-.. your foreign market or source of supply may be 

thousands of miles away. But the facilities for hand- 

ling your international trade transactions are as 

close as the eearest branch of the Royal Bank. Our 

foreign braaches and correspondents serve as your 

on-the-groved financial representatives. Not only 
can they handle the “other end” of your foreign 
exchange operations but they can also supply first- 


THE ROYAL BANK OF CANADA 


Mew York, Poris, Correspondents the work! over. 

















Promoting foreign trade 


among them a welcome pamphlet in 
their own language. Central page of the 
pamphlet contained a map of the area, 
and showed the location of local Bank 
of Montreal branches. 

The Bank of Montreal is also using 
a new series of illustrated advertise- 
ments featuring loans for business and 
personal needs. 

The Royal Bank of Canada has 
started a series promoting foreign 
trade through its foreign branches. It 
also is running a series of farm paper 
advertisements on the need of financial 
assistance throughout the four seasons 
of the year. 
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Mr.T... has pudgy little pads tipping 

his broad, stubby fingers... is definitely not the 
man for picking pockets, pins or pickled peppers . . . 
repairing watches, hooking up dresses or splitting 
hairs. And most men aren’t much better than Mr. T! 


THUMBLEBUM 
or ee 


cig teenren x/ 


Owxr one man in twenty-five, one woman 
in four, has better than average finger dexterity 
...and average isn’t very good!... Which may 
explain why handling and sticking stamps is a 
finicky, fatiguing job for most people... and 
why a postage meter is welcomed in most banks! 


Because a postage meter does away with stamps! 
The meter holds any amount of postage you want 
to buy... prints postage on the envelope in any 
amount needed for any kind of mail... printsa 
dated postmark, and seals the envelope flap at the 





same time... Prints postage on tape for parcel post 





... Protects postage from loss or theft, does its own 





accounting . . . Saves mailing time and effort in any 


Miss D...has dandy hands bank, large or small... And metered mail makes 
in for making shadow pictures, long fingers like better time through the post office, too!... 
he animated calipers ... facile at knots, tying trout Noe : 
; wo taggs teed Beige If there isn’t a postage meter in your bank, 

va, flies, embroidering petit point sticking pins and : : 
nk stamps... without ever nicking her nail polish! call the nearest Pitney-Bowes office... or write for 
ng ... And most women aren't as good as Miss D! an illustrated booklet. 
se- 
nd 
a Post Met 
= = pirney-Bowes | OS[dge IVICTer 
al Pitney-BowEs, INc., 3117 Pacific St., Stamford, Conn. 
‘ia 
ns =e Originators of Metered Mail...largest makers of postage meters 

~ Offices in 63 principal cities in the United States and Canada 


use October, 1947 45 














LARGEST FINANCIAL INSTITUTION IN THE NATION’S CAPITAL 


























Member 
Federal Deposit Insurance Corporation 
Federal Reserve System 





ees CO), Sunday, 
March 31, 1807... 


... WILLIAM H. SEWARD, Secretary of State 
under Presidents Lincoln and Johnson, made his 
church contribution in the form of a check drawn 
on his account with Riggs & Company. 


Well might Mr. Seward have worshipped in quiet 
contentment on that Sunday morning, for the day 


before he had signed the treaty for the acquisition 
of Alaska. 


The purchase money of $7,200,000 was actually 
paid to Russia in gold by Riggs & Company, 
around the corner from Seward’s home which for- 
merly occupied the site of the Belasco Theatre. 


For more than a century the unmistakable mark of 
RIGGS banking quality has appeared in private trans- 
actions as well as in affairs of great moment. All 
have been handled with the care and pride that have 


made this institution a leader and a landmark in 


its field. 


N The 
= RIGGS 


St. John's Episcopal 
Church today adorns 
16th & H Sts., N. W. 















Latrobe and built in 
1816, it is known as 
"The Church of the 
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RESOURCES OVER $300,000,000 


COMPLETE BANKING AND TRUST SERVICE 
EIGHT CONVENIENT LOCATIONS 











WE ARE ESPECIALLY WELL EQUIPPED TO HANDLE ACCOUNTS 
OF BANK CORRESPONDENTS AND NATIONAL CORPORATIONS 
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THE BOOKLET COUNTER 








New Booklets 


The following two publications in- 
troduce types of bank advertising 
which have been proved effective. 
For financial officers who are concerned 
with obtaining good, low-cost adver- 
tising for medium and_ small-size 
banks, especially, the contents of these 
booklets should prove interesting. 


Cartoon Advertisements ... 
This booklet previews, shows examples 
of, and presents for use by one bank 
per marketing area a series of adver- 
tisements aimed to appeal to each 
segment of the bank market. The 








tisements in America today 


Prepared by ROBERT HOYT 
Noted Hamorist and Cartoonist 





Effective Advertising 


series has received favorable, unsolic- 
ited comments from institutions 
which have tested it. 


Pictorial Advertisements ... 
A series of 25 advertisements, carrying 
dignified drawings by a well-known 
artist which dramatize bank services. 
The series is presented in the same 
manner and on the same basis as that 
mentioned above. 

. 


The Markets of the New West 
. . . This 53-page book is an introduc- 
tion to the industrial geography of the 
Far Western states. BY¥ factual de- 
scriptions, statistics and _ full-color 
photos, the book gives insight into the 
present and future western conditions 
in markets, transportation, govern- 
mental establishments, industries, nat- 
ural resources, power, labor, agricul- 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





ture and other factors which aid in 
appraising the territory and its busi- 
ness opportunities. 


Financial Analysis of Oil In- 
dustry ... By the petroleum depart- 
ment of a large bank, this study pic- 
tures the financial situation in the 30 
oil companies which represent two- 
thirds of the total American petroleum 
investment. The analysis is a regular 
yearly function of the originators and 
is enthusiastically received by experi- 
enced investors in petroleum securities. 


You and Your Railroads... 
This booklet tells the story of condi- 
tions within the railroad industry and 
is noted for the interest of both inves- 
tors and users of rail transportation. 
Especially emphasized are the eco- 
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Transportation facts 


nomic factors which may endanger 
private ownership and control of the 
industry. 


Still Timely 


You Make the Bank... Few 
bank and industrial officers and em- 
ployees should fail to make their pub- 
lic contacts more effective after reading 
this outstanding bank-staff manual. 


A Better Service to Bank Cus- 
tomers ... This booklet tells the 
interesting, 28-page story of the prog- 
ress of mechanized commercial-teller 
operation in banks across the country. 
Valuable for those who are seeking 
more than local opinion on this new 
trend in commercial bank operations. 


Bank Pension Plans .. . This 
67-page book gives the formula for 
figuring pension-plan costs for any 
given bank, covers the details of 266 
banks’ plans and points out the dif- 
ferent factors to be considered in for- 
mulating pension and profit-sharing 
retirement plans. The study covers 
two-thirds of all the bank employees 
in the United States. 








BANKS 
“FRAUDS 


Their Detection and Prevention 
By LESTER A. PRATT, C.P.A. 


FOR the bank officer, public 
accountant, and everyone in- 
terested in the detection and 
prevention of bank frauds, here 
is the needed HOW book, by 
one of the most successful 
“fraud catchers” of them all. 





SHOWS, for each department, 
where fraud can occur, how 
to spot it, how to stop it. 


BANK FRAUDS sums up more than 
1000 case histories involving no less than 
210 individual methods. A compre- 
hensive analysis of these cases, arranged 
by operating departments, is included. 
For bank management, there are & 4 


many forms for immediate use. a 
— MAIL THIS COUPON TODAY! =<=s5 
Send me with 5-day examination privilege Pratt’s ® 
: BANK FRAUDS, $4. 











a © Check enclosed. 0 Send bill ; 
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THE NEW H-H-M BANK LOBBY DEPOSITORY 


Helps Convert the Chaos of Rush Hours Into Pleasurable Banking Routine 


The new H-H-M Lobby Depository heralds the new era in time- 
saving deposit service. As convenient as a handy mail box it auto- 
matically frees your busy customers of the need to wait in line and 
await their turn at the teller’s window. Each customer may arrange 
all details of his deposit in the privacy of his own office, rush his 
deposit to the bank, place it in the H-H-M Lobby Depository, and go 
on about his regular affairs. It’s as simple as that! 


The H-H-M Lobby Depository has the same effective type of 
reinforced monolithic fire-resistive insulation as is used in H-H-M 
Class “A” and Class “B” Underwriters’ tested and listed safes. The 
four-tumbler combination lock, with relocking feature, is mounted 
on and protected by. a drill-resistive lock plate. 


Here’s the time-saving customer-convenience your bank needs to 
meet the rush-hour crises of the new 5-day banking week. 


eR THE 
S) Wo, 


Write, Wire or Phone 


~ 

“x % 

giNG HALL MARVIN sage 
= ae) for Lobby Depository Literature 
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| HERRING-HALL-MARVIN SAFE CO. cenera Offices, HAM 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


Default on Instaliment Note 


A decision of great interest to banks 
discounting installment paper has re- 
cently been handed down by the 
Supreme Court of California. 

In the case before the court a co- 
operative marketing corporation was 


payee of negotiable notes executed by- 


certain fruit growers and delivered to 
the corporation in connection with 
marketing contracts entered into be- 
tween the growers and the corporation. 
The notes were payable in ten annual 
installments and contained no accelera- 
tion clause. The court found that the 
marketing and other services promised 
by the corporation under the contract 
constituted consideration for the notes 
for the ten-year life of the notes. 

The first annual installment on the 
notes was not paid, and a few months 
later the corporation pledged these 
notes along with others as security for 
its own note given to certain individual 


lenders for a loan. The corporation | 


continued to render its marketing and 
other services to the makers of the 
notes for another two years until it 
went into bankruptcy. 

When the lenders sued on the notes 
the makers contended: 

First, that the lenders were not 
holders in due course because they took 
the notes after the due date of the 
first installment, which had not been 
paid and were therefore subject to the 
defenses which the makers had against 
the corporation, the payee of the notes. 

Second, that there had been a failure 
of consideration for the notes because 
the corporation had defaulted on its 
contract by failing to continue its 
n arketing and other services after the 
bankruptcy. 

As to the alleged failure of con- 
sideration, the lenders, who were 
plaintiffs in the suit, pointed out that 
the corporation did not discontinue its 
services under the contract until about 
{two years after the makers had been 
notified of the transfer of their notes 
to the lenders and contended that 
failure of consideration occurring after 
the transfer and notice was not a 
defense even against a party not a 
hclder in due course. 

Ruling that in the circumstances 
such failure of consideration would be 
a good defense against the lenders if 
the lenders were found not to be holders 
in due course, the court said: 
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District of Columbia 


“The general rule is that an assignee equities and defenses existing at or 
of a chose in action is subject to all before the notice of the assignment; 








There are three s in telephone 





One is for ae 


Taxurnonn SERVICE is for every- 
body, everywhere. And the thing 
that makes.you like.it and. want. to 


One is for | ‘ erywh ere use it is efhciency—with courtesy. 

It’s the tone of voice, the warmth 
and friendship, the helpfulness 
which you have come to expect of 


: ‘ telephone people. 
One is for iS 


The Operator reflects it when 
she puts through your call promptly 
and courteously. The girl in the - 
Business Office shows it when she 
goes out of her way to take care of 
your needs. The Installer practices 
it when he brings willingness and 
good nature, as well as a telephone, 
to your home. 



















It all adds up to pleasing service 
for you—from many thousands of 
telephone people, all along the 


line. 
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but where there is a failure of con- 
sideration under a Lilateral contract 
consisting of a breach by the assignor, 
such failure is a good defense to an 
action by the assignee whether it 
occurred before or after the notice of 
assignment. 

‘Defenses acquired by debtor against 
the assignor (in this case, the marketing 
corporation) after notice of the assign- 
ment are invalid unless the defense, 
though acquired after notice, is based 
on a right of the defendant inherent in 
the contract by its terms. Thus if 
payments under an executory contract 
are assigned, the debtor may set up 
failure of the assignor to fulfill his part 


of the contract though such failure 
occurs after notice of the assignment.” 

Of course, that would not apply if 
the lenders were holders in due course 
of the negotiable installment notes. 
The important question, then, was 
whether the lenders were holders in 
due course despite the fact that they 
had taken the notes after the first 
installment had come due and was 
unpaid. 

**The rule is,” said the court, “‘that 
a transferee of an installment note is a 
holder in due course as to the install- 
ments to mature in the future when 
the transfer is made after one or more 
but not all of the installments are due 

















on its face unless the past due instaii- 
ments have not been paid and the 
taker has notice of that fact. 

“The evidence with reference to the 
existence of notice of default on the 
first installment is sketchy. Precisely 
what was done and said when the 
notes were transferred to the plaintiffs 
(the lenders) is not clear.” 

Because of the lack of evidence the 
court concluded that it could not 
determine whether the plaintiffs were 
holders in due course or not and, order- 
ing that the case be retried on this 
point alone, said: 

“The case may be retried only upon 
the issue of notice of non-payment of 
the first installment at the time of the 
transfer, and judgment may there- 
after be entered in the light of the 
determination of the issue of notice.” 

Two of the justices dissented from 
this decision, however, and in a vigor- 
ous dissent written by Justice Trayncr 
declared: 

“If an installment is not paid when 
due, notice of that fact does not, as a 
matter of law, preclude the transferce 
from being a holder in due course. 
Even if it be assumed that such knowl- 
edge would be sufficient to put a 
prudent man on inquiry to determine 
if the note was subject to defenses, the 
transferee is not thereby deemed to 
have acquired the note in bad faith, 
for negligence is not a bar to recovery 
on a negotiable instrument.”’ 

This sharp division of opinion in 
California’s highest court suggests the 
need for caution in the discounting of 
installment notes on which one or 
more installments are overdue. In the 
California case there was no accelera- 
tion clause. If an installment note 
contains such a clause, ordinarily the 
full balance becomes immediately due 
and payable upon default in the pay- 
ment of one installment. (Bliss vs. 
California Co-operative Producers, 181 
Pacific Reporter, Second Series, 369.) 


Sd ¢ Sd 


Investment Trust Shares 
as Trust Investment 


An Ohio trust company, trustee 
under a testamentary trust, was au- 
thorized to sell all or part of the trust 
property in its absolute discretion. 
The will then continued: 

“T further confer upon said trustee 
authority to invest proceeds arising 
from the sale of said property in 
government, state or municipal securi- 
ties, or in such other stocks, mortgage 
loans or securities as it may deem for 
the best interests of my estate, giving 
to said trustee absolute discretion as 
to the price, terms, conditions, rate of 
interest and yield in respect to such 
loans and investments...... “ 

Another clause of the will required 
that every investment by the trustee 
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be approved in writing by the testa- 
tor’s son. 

One of the investments made by the 
trustee with the required approval of 
the testator’s son was in 250 preferred 
shares and 902 common shares of a 
management type investment trust. 
When the trustee filed its account this 
investment was excepted to on these 
grounds: 

(a) The shares were speculative and 
thus unsuitable for trust funds; 

(b) The investment was imprudent 
because the trust already had 71 per 
cent of its holdings in stocks; 

(c) The investment constituted an 
unlawful delegation of the trustee’s 
investment powers. 

Although the investment trust had 
been in existence only three years, the 
court felt that its shares were not un- 
duly speculative in view of the prior 
experience of the management and the 
soundness of the underlying invest- 
ments. As to the contention that the 
shares were an imprudent investment 
because of the fact that 71 per cent 
of the trust was then invested in 
stocks, the court pointed out that 
approximately 80 per cent of the 
testator’s estate at the time of his 
death consisted of stocks and concluded 
that the trustee was justified in attach- 
ing weight to the testator’s conduct 
and attitude in that respect. 

With respect to the alleged unlawful 
delegation of its investment powers by 
the trustee, the Ohio court said: 

“The exceptors maintain that the 
nature of the business of the invest- 
ment trust and the extent of the con- 
trolling power by the management 
over its affairs, including the right of 
such management to buy or sell securi- 
ties according to their judgment, with- 
out consulting stockholders, is an 
improper delegation of authority which 
is in direct violation of the duties of a 
trustee. 

“Because of the lack of judicial 
determination on the subject and the 
absence of any law on this question in 
Ohio, the court has had to look else- 
where and has been benefited by an 
article in Volume 25 Boston Univer- 
sity Law Review, page 12, in which it 
is stated: 

‘***When we are speaking of acquir- 
ing shares of an investment trust are 
we describing an abandonment of the 
duties of a trust in any real sense or 
are we describing a discharge of those 
duties by participation, in the com- 
pany of other men of prudence in the 
community, in a reputable manage- 
ment enterprise, the evidence of which 
participation consists of a_ readily 
marketable certificate? 

“If it is the intention of modern 
trust law to place the trustee as nearly 
as possible in the position of the man 
of prudence, intelligence and discretion 
who is making permanent disposition 


October, 1947 














WW 


foltpgete}). [c 
COLLECTIONS 
AKRON, O. $106 


ALBANY, N. Y. $98,4 annually 


AMARILLO, TEX. $136,858 eee 4 
BANGOR, $33,249.31 — BATON ROUGE, $30.351.53 — BOISE, IDA. 
$43,537.31 — BRIDGEPORT, CONN. $123.804.78 — BURLINGTON, VT. 
$45.929.03 — CAIRO, ILL. $58,442.96 — CAMDEN N. J. $43,844.26 
CHARLESTON, S.C. $46,601. 15,703.53 
CLARKSBURG, W. VA. $34,749 een pe See ee a 20,259.78 
COVINGTON, KY. $16,050.44 to correspondents and other NPORT, IA. 
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DES MOINES, IA. $301,577.29 Ee $68,329.92 
FALL RIVER, MASS. $44,719.85 hail iaeAMm AYE, IND. 
or city on which the item is 
$75,709.77 — GRAND ISLAND, 
$63,098.22 — HAVRE, MONT. measure of profit, director in- 
$285,566.28 — HASTINGS, NEGA ot eee Per era A. $112,929 
JACKSON, MICH. $22,264.42 If a banking connection [RSI#eeeay 
KALAMAZOO, MICH. $17,560. olden $62,966.08 
MANCHESTER, N. H. $46,159. (i ihe RL aA LL TOWN, 
IA. $111,461.17 — MOBILE, Saal h ihe RPM ERY, ALA. 
open your account with us. 
$32,912.07 — NEW BEDFOR D0,085.25 
PADUCAH, KY. $16,499.87 Pe, Too PUEBLO 
$11,129.32 — QUINCY, ILL. $47,062.00 — READING, PA. $45,786.24 
ROANOKE, $46,047.54 — ROCKFORD, $83,800.57 — SCRANTON, 
$166,400.62 — SIOUX FALLS, $67,923.96 — SPARTANBURG, 
S.C. $41,295.84 
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qnt¥ OUT-PERFORM ais comperitiON-* 


' HEY save 24% of time in machine filling — 
T the purpose for which they are designed. 
A press of the thumb and figger and they pop 
open instantly, yet pack flat—1000 of a de- 
nomination to a box—for saving storage space. 
Used by thousands of banks everywhere, they 
vare the perfect tubular coin wrapper, out-per- 
4torming all competition. In six colors for six 
different coins. 
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of his capital, why should not the 
trustee be extended the same privilege 
which is every day being exercised by 
the prudent man who is his model?’ 

“This court believes that those 
arguments are well founded. In all 
cases where a trustee is not restricted 
to'statutory investments, but has the 
power to invest in stocks, it is the 
opinion of this court that the invest- 
ment by a trustee in stock of an invest- 
ment company or in participating 
shares issued by an investment trust, 
does not constitute an improper dele- 
gation of authority and power by the 
trustee.” (In re Estate of William D. 
Rees, Probate Court No. 56,362, 
Probate Court for Cuyahoga County, 
Ohio.) ; 
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Renewal Not Payment 
After the death of a Minnesota 


| debtor his creditor proceeded to fore- 
| close a real estate mortgage given by 


the debtor and his wife to secure their 
joint note. The administrator of. the 
debtor’s estate brought an action to 
halt the foreclosure and to require the 
creditor to satisfy the mortgage. 

The administrator contended that 
the debt represented by the note and 
the mortgage had been paid in full by 
the debtor by a series of renewal notes 





given by him before his death. 


It was 
shown that the creditor had returned 
the original note and that at least one 
renewal note, while not returned, had 
been stamped “Settled by renewals” 


by the creditor. It also appeared that 
in the renewal transactions the in- 
debtedness of the deceased debtor and 
obligations of a partnership of which 
he was a member had been to some 
extent “blended.” The note and 
mortgage originally given by the 
debtor and his wife had been for the 
purpose of liquidating a portion of the 
partnership’s debt to the creditor. 

With those facts in evidence the 
trial court found that the entire mort- 
gage indebtedness had in fact been 
paid prior to the decedent’s death, 
declared the foreclosure proceedings 
void, and ordered the foreclosing 
creditor to satisfy the mortgage and 
give a quitclaim deed for the mort- 
gaged real estate. 

However, the Supreme Court of 
Minnesota, reversing the decision of 
the trial court, said: 

“The renewal of a note or mortgage 
does not necessarily, and under ordi- 
nary circumstances does not, discharge 
the obligation. Whether the renewal 
is payment is to be determined from 
the intention of the parties. 

‘**A note taken in renewal of a prior 
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ARE YOU SELLING 
NATIONAL CITY BANK TRAVELERS CHECKS? 


WRITE FOR DETAILS 


Member Federal Deposit Insurance Corporation 


e A valuable protective 
service to your clients. 


¢ A profitable transaction 

for your bank—you 
retain all selling commis- 
sion, amounting to % of 1%. 


TY BANK OF NEW YORK 
Tint tn Wirld Wide Banking 


WALL STREET, NEW YORK 15, N.Y 


Branches and Correspondents in Principal Cities of the World 
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note secured by a mortgage is pre- 
sumed to have been accepted as condi- 
tional payment only, and the burden 
is upon one who claims that it extin- 
guished and discharged the original 
note to prove an express or implied 
agreement to that effect. 

“In the absence of an express or 
implied agreement that the renewal 
note shall constitute absolute pay- 
ment, the mere acceptance of such 
renewal note, even though we have a 
written recitation that it is received in 
settlement or payment of a prior note 
or obligation, is only conditional pay- 
ment and does not effect an absolute 
discharge of such prior obligation.” 

Another question raised in the case 
had to do with the proper applicaticn 


of certain checks paid by the partner- 


ship to the creditor without any speci- 
fication as to which debts the checks 
were to be applied to. 

Where the parties have failed to 
make a specific application of pay- 
ments, the court said, the following 
general rules apply: 

“The payment is applied to the 
earliest matured debt to which the 
creditor might have applied it, except 
that application is made to a matured 
debt which the debtor is under a duty 
to a third person immediately to pay, 
rather than to one where he is under 
no such duty; or if he is under no such 
duty, to an unsecured or precarious 
matured debt rather than to one that 
is secured or certain of payment.” 
(Holden vs: Farwell, Ozmun, Kirk and 
Co., 27 Northwestern Reporter, Second 
Series, 641.) 
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JOSEPH M. DODGE 


(CONTINUED FROM PAGE 19) 


Each officer and branch manager is 
assigned a quota of calls to make each 
year on the bank’s customers and pros- 
pects. Effective or completed calls 
only are credited from the call reports 
to the summary sheet. Duplication is 
permitted, however, when officers and 
managers make calls together. Mr. 
Dodge firmly believes that good -rela- 
tions are best promoted through calls 
made by the bank officers with whom 
the customers or prospects do or will 
do business, rather than by salesmen 
not actually engaged in any of the 
functions of banking. 

The semiannual meetings were 
planned to follow the completion of 
June 30 and December 31 reports. 
They were held as dinner meetings 
with all officers, department heads, 
and branch managers in attendance. 
At the meetings, President Dodge 
reviewed the previous six months’ 
business, frequently using charts to 


October, 1947 















































From the orchards of Washington State . . . largest 
commercial producer of deciduous fruits . . . come apples, 


pears, peaches, apricots, prunes and cherries in season . . . 
to satisfy the fruit-hunger of America. 





As a great agticultural resource, the state’s apple crop 
last year returned 87 million dollars and pears another | 
20 million dollars. 


The Seattle-First National Bank serves intimately the 
great fruit sections of Washington . . . the Wenatchee- 


Okanogan region, the Yakima Valley, the Spokane and 
Walla Walla districts. 





If you are interested in any phase of the fruit industry, 
this bank’s experience and acquaintance in the state can 


be helpful to you. 





A QUARTERLY PUBLICATION of this Bank, giving 
a careful review and digest of business and industrial 
conditions in the Pacific Northwest, will be mailed to 
you regularly upon request. 































Main Office — Seattle 


Spokane and Eastern Division — Spokane 


Member F.D.1.C. Member Federal Reserve System 
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+ was when most thieving was done in the darkness 
of the night, when detection was least likely. But today 
employers find that the largest losses—those due to employee 
dishonesty and forgery—occur in broad daylight. Modern 
embezzlers and forgers operate at any time. They are thieves 
in the light. 


Today’s embezzlements often reveal a greater need than 
ever before for employers to have proper Dishonesty and 
Forgery protection —the kind offered by our Companies 
through agents and brokers all over the country. 


For employers with few or none of their employees now 
bonded, our Discovery BoND provides a unique and valu- 
able protection. It covers shortages caused by employees 
bonded under it — right back to the dates when they were 
originally employed. 


Why risk a large loss? Consult our agent or your own 
insurance broker today. 







Affiliate: SURETY FIRE INSURANCE COMPANY 


“Dependable as America’ 




















illustrate the trends under discussion. 
He also reviewed any new policies put 
into effect and new developments, and 
also called for individual reports to 
the group from the various department 
heads. 

Following Mr. Dodge’s talks and 
the reports the meetings were opened 
for questions and a general discussion 
of current problems. It was a policy 
to supply full and complete answers. 
During Mr. Dodge’s war services it 
was not possible to maintain the former 
full schedule of these meetings. 

Mr. Dodge established the staff 
magazine, ““The Teller,” in 1934 and 
has taken a great personal interest in 
it. For nearly all issues, from then to 
the present time, he has personally 
written an editorial, a monthly column 
called “Right Angles” and has also 
supplied other unsigned material. For 
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RIGHT ANGLES 


RIGHT ANGLES WAlis occa ad! debe 
Management has the duty of adjusting JJ axent for the business and personal Anan- 
and balancing the responsibihues wf the vial transactions gf the comomity. 


busines te its owners. customers workers 


ty the community. the economy. ated the Husines: is transacted by checks which 
government. are drawn ayainst hank deposits and 
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ee ae the hanks, 
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Ome of the real measures af a man’s 
character ix his attitude toward debt tf 
is she a ed messure of Natiwal and 
Governmental morality, 

* * . 

Keep joer mind awake and make i 
a point to Jearn soniething nen and useful 
every day because pour mind is the one 
thing which can continue to grow and re- 
main productive, 
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Wisdom is the reasoning power and 
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aud timing fer tackling tangh problenn. 
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An established principle of Hite is that 
with it gues the necessity of a perpetual 
straggle. 
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Tact is a course of action whieh con 
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ee See 
Miederh man ix ahead of hinmelt and is 
decades behind his tools. term view of Government-sponwred in 
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tadie telephone in a few minutes fut «owners and workers care far more about 
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Pertinent paragraphs by Mr. Dodge 


the most part he has written on the 
fundamentals of banking and related 
subjects. His crisp, down-to-earth 
style and his choice of subjects have 
given his writing a wide popularity 
not only among members of the staff 
but among bank officers throughout 
the country. Reprinted in booklets, 
this material has been distributed in 
the thousands of copies both in the 
United States and abroad. There is 
little doubt that Joe Dodge’s writing 
and his native ability as a speaker have 
contributed greatly to the demand 


Burroughs Clearing House 

















for him at bank meetings. 

To save time in the management of 
the bank, Mr. Dodge has believed in 
having well organized analyses and 
facts and figures as handy as possible. 
To accomodate his management re- 
ports, he has had a row of shelves 
built across the back of his office. A 
half swing of his chair and he can reach 
the special binders of reports on the 
use of funds, assets, activity, costs, 
earnings and expenses, and liquidity. 
Administrative accounting, reporting 
and control is one of his primary inter- 
ests and the effectiveness of his re- 
ports has contributed to his ability to 
multiply his activities. 

The results of Mr. Dodge’s program 
for the bank have been pleasing. They 


can be measured in deposits. Shortly - 


after he became president, on Decem- 
ber 31, 1933, deposits stood at $52,- 
000,000. They rose steadily: to $156,- 
000,000 at the end of 1939, to $222,- 
000,000 at the end of 1941, to $393,- 
000,000 in 1943; and today are at the 
half-billion figure. 

The bank today has a total of 1,015 
employees, operates 31 branches, and 
has four undeveloped sites in promising 
areas. 


N 1934, Mr. Dodge was elected a 

member of the Association of Reserve 
City Bankers. He has served several 
terms as trustee of the association’s 
Banking Research Fund, as chairman, 
Public Relations Committee, and as 
vice-chairman and chairman of the 
Board of Trustees. 

He has also served regularly on com- 
mittees of the Michigan Bankers 
Association from 1935 up. to the 
present time. He was association 
president for 1944-45. 

Likewise, he has been active in the 
affairs of the American Bankers Associ- 
ation. He became a member of the 
Executive Committee in 1939, was 
state chairman, State Legislative Coun- 
cil for 1941 and 1942, chairman, 
Finance Committee for 1941, member 
Post-War Small Business Credit Com- 
mission from 1944, and was elected 
without opposition to the vice-presi- 
dency of the Association at the Chicago 
convention in 1946. 

During the war, from November, 
1942, through August, 1943, he was 
chairman, Price Adjustment Board, 
Central Procurement District, Army 
Air Forces, covering thirteen states, 
with headquarters in Detroit and 
offices in Cleveland, Chicago and Cin- 
cinnati. From August, 1943, through 
August, 1944, he was in Washington, 
D. C., where he served as chairman, 
War Department Price Adjustment 
Board; chairman, War Contracts Board 
representing the War, Navy, and 
Treasury Departments, Maritime Com- 
mission, War Shipping Administration 
and the Reconstruction Finance Cor- 
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This is Mo lime f% Owe Cuiltoneed 
% Gond sae receivables 


Sound banking judgment tells you that 
your customers’ accounts receivable are 
important assets at all times . . . subject to 
risk at all times . .. should be protected at 
all times. Today credit losses are climbing 
and no one knows how far this trend will 
go. It’s time to watch your customers’ 
receivables. 


Look at their statements. A large per- 
centage of their working capital is repre- 
sented by their accounts receivable. This 
is not the time to gamble. This is the time 
to be sure that their working capital is 
protected . . . that no jump in credit losses 
would wipe out their profits. 


That’s why many banks now advise cus- 
tomers to carry American Credit Insurance 

. . which GUARANTEES PAYMENT 
of their accounts receivable for goods 


shipped . . . pays them when their cus- 
tomers can’t. Some banks insist on this 
added protection in granting commercial 
loans . . . and the bank may now be 
included as a named assured without 
charge. 


Send for facts on credit loss control. 
Knowing the facts about American Credit 
Insurance and Credit Loss Control may 
mean the difference between profit and 
loss for some of your customers... in the 
months and years of uncertainty that lie 
ahead. Write today for full information. 
American Credit Indemnity Company of 
New York, Dept. 49, Baltimore 2, Md. 


PRESI DENT 


American Ge.) 
AMERICAN 

Credit Insurance Credit INDEMNITY 
COMPANY 

Guarantees Payment cnn agpage 


a Ko) 
N93 rey 


of Accounts Receivable = 





OFFICES IN PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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Speed | and Service 


IN HANDLING 















San Francisco 

is the crossroads 

of coastwise, 
transcontinental 

and transpacific air 
traffic. Our day and 
night Air Mail Transit 
Operation is geared 
to make the most of 
this strategic location. 







AMERICAN 
TRUST 
COM PANY 


Banking Since 1854 


1 


, 


HEAD OFFICE? J 
SAN FRANCISCO 


Many Offices Serving 
Northern California 


Member Federal Deposit 
Insurance Corporation 


RESOURCES OVER $900,000,000 


TRANSIT AND COLLECTION ITEMS 


be SAN FRANCISCO 
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Two important letters were 
expected in the first mail—and the 
Boss wanted them fast! But at 9:25 
Junior still stabbed envelopes, had 
most of the early mail unopened! 

Does your bank wait while mail 
isopenedanddistributed?Thenyou 
ought to have the Pitney-Bowes 
MailOpener! Electrically powered 
rotary knives of tough, long 
wearing alloy steel clip clean the 


Boy fiddles while boss burns! 





envelope edge without cutting 
contents... feeds, opens and stacks 
hundreds of envelopes per minute 
... handles envelopes of varying 
size or thickness... efficient, quiet, 
smartly designed, the MailOpener 
helps get mail distributed quickly, 
saves time, is a real bank economy. 

Ask the nearest Pitney-Bowes 
office for a demonstration, or write 
for an illustrated folder! 


_ MAILOPENER 
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PITNEY-BOWES, Inc. 
3115 Walnut St., Stamford, Conn. 
Makers of the postage meter Offices 
in 63 cities in the U.S. and Canada 





poration; and was director, Renegoti- 
ation Division, Headquarters Staff, of 
the Army Service Forces. 

On March 11, 1946, Mr. Dodge was 
awarded the Distinguished Service 
Certificate of the United States Treas- 
ury for services rendered on behalf of 
the War Finance Program. On Febru- 
ary 21, 1946, the Michigan State Legis- 
lature passed a Senate Resolution 
extending thanks and appreciation to 
him “for giving patriotically and un- 
selfishly of his time and energy in the 
promotion and sale of War Bonds.” 
On September 18, 1946, Secretary of 
War Robert P. Patterson presented 
him the Medal for Merit awarded by 
President Truman. The Medal for 
Merit is the highest civilian war 
award, ranking with the military 
Distinguished Service Medal, and is 
authorized only by the President for 
“exceptionally meritorious conduct in 
the performance of outstanding serv- 
ices in the War.” 


MONG Mr. Dodge’s present direc- 
torships are those of The Detroit 
Bank and the Standard Accident Insur- 
ance Company, Detroit. Heisa director 


| and member of the Executive Com- 





mittee of the Detroit Loan Agency of 
the Reconstruction Finance Corpora- 
tion, and director of the Disaster Loan 
Corporation and the Depositor’s Liqui- 
dation Corporation for the Reconstruc- 
tion Finance Corporation. Among his 
civic activities are those of trustee, 
Harper Hospital; director, Michigan 
Post, Army Ordnance Association; 
director, Detroit Chapter, Y. M. C. A.; 
and director, American Red Cross. 

Following his election to the vice- 
presidency of the American Bankers 
Association and prior to his call by 
the State Department for service in 
Austria, Joe Dodge visited many parts 
of the country to participate in associ- 
ation programs. 

He thinks today that an outstanding 
job is being done in meeting bank 
problems by the individual banks, by 
the state associations and by the 
A. B. A. itself. The headquarter’s 
staff is an exceptionally able group. 
Working with the various committees 
and commissions, it is supplying mem- 
bers with a great deal of very useful 
and practical material on operations, 
personnel, the various lending pro- 
grams, agricultural activities, manage- 
ment, insurance, publicity, and is 
carrying forward its exceptionally able 
educational activities. He believes 
that members should make the utmost 
use of the material and _ services 
provided. 

Looking to the period immediately 
ahead, he believes that inflation dan- 
gers represent one of the country’s 
major problems. There are two basic 
considerations for banks, he says: 
1. That the banks themselves do not 
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contribute to inflation by unwise 
lending. 2. That bank officers rec- 
ognize the abnormal circumstances. of 
the times and be prepared to make 
adjustments to more normal conditions 
without bringing any unusual penalties 
upon themselves or their customers. 

On the matter of consumer credit, 
he points out that the volume has 
increased rapidly and substantially 
Depending on the terms extended, he 
does not believe that the ‘present 
volume or a reasonable increase should 
represent any serious problems for 
banks. The problems will come from 
those who have engaged in consumer 
lending without proper technical knowl- 
edge and from those who fail to give 
proper consideration to the dangers 
inherent in progressively lower down. 
payments and longer terms under 
present abnormal conditions. 

On mortgage lending he notes that 
banks have become the largest of the 
institutional lenders. This leadership, 
he states, carries with it the responsi- 
bility of protecting both banks and 
bank customers from unwise commit- 
ments at what may be peak prices. 

Currently rising bank costs, he says, 
merely highlight the importance of 





bank operations. The day has passed | 
when banks can do just about any- | 
thing they please because they are | 
sure of sufficient income to cover the 
cost. Every other business has had 
to become cost conscious, he says. 
The accounting of business from an 
administrative and a cost standpoint 
is one of the most important responsi- 
bilities of management. 

Because most of our banks are out- 
side the metropolitan centers and the, 
bigger cities, the country banks are 
the real backbone of banking, he says. 
It is their relationship with the public 
and their services which really repre- 
sent banking in the United States. 

There is no bank so large or so 
small, he says, that it can look upon 
itself exclusively as an individual enter- 
prise the acts of which do not reflect, 





favorably or otherwise, upon banking 
as a whole or upon the economy of the 
country. 
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REGISTER CHECKS 


(CONTINUED FROM PAGE 21) 


paying the check become an individual 
and earmarked deposit until such time 
as the check is presented for payment. 
It is quite proper, therefore, that 
Filene’s acts as agent for the writer of 
the check in accepting the funds for 
its payment, otherwise it may be con- 
strued that Filene’s is acting as the 
bank’s agent to receive deposits. 


The volume of Register Check busi- | 
ness handled by Filene’s under the plan | 
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BRANDT 


DEVICES 
1890 


Since 1890 the BRANDT AUTOMATIC CASHIER 
COMPANY has manufactured COIN HANDLING 
DEVICES for banks and all other types of concerns 
who handle coins in their business transactions. 


These machines are renowned for their SPEED, 
ACCURACY, and DURABILITY. 


BRANDT PRODUCTS include: 


e AUTOMATIC CASHIERS 
(Coin Paying and Coin Changing Machines) 


e COIN SORTERS and COUNTERS 
e COIN COUNTERS and PACKAGERS 
e COIN STORAGE TRAYS 
Also 
e COIN WRAPPERS and BILL STRAPS 


BRANDT AUTOMATIC CASHIER COMPANY 


WATERTOWN WISCONSIN 


Please send complete information regard- USE THIS COUPON 
ing BRANDT products checked below: ; 
(] AUTOMATIC CASHIERS BNE RONG ne. 5coie.0 0s 089 prireseinge ob'e,s 6s 


(] COIN SORTERS and COUNTERS 
[] COIN COUNTERS and PACKAGERS 


ee 


Oo Motor Driven C Hard Operated By Cee errr er eee ses ae es eeseseeesesese 

CL] COIN STORAGE TRAYS si gibGialle walvtecehe Dutcasndle \ kaediea Ne ate 
] COIN WRAPPERS and BILL STRAPS City Zone State 
B-10 


“BRANDT” and “CASHIER” registered United States Patent Office and 
Canadian Trade Marks Office. 
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CANADIAN 
COLLECTIONS 





Manufacturers National Bank of Detroit has 
the location, the connections and the facil- 


ities for prompt collections in Canada. .- 


Your bank is invited to join the growing list 
of banks which route Canadian collection 


items through Manufacturers National. 


MANUFACTURERS NATIONAL BANK 
OF DETROIT 

















\ Member Federal Deposit Insurance Corporation fF 














Now Available Prompt Deliveries 


STRAYER 








EASY SNAP FILE BOX ALL STEEL 
“Style C” ? SLIDING-DRAWER 


Corrugated Paper—Hinged Lid STO RAG —E e i L ES 


150 Stock Sizes 


i ES 








2s 
MADE ANY SIZE TO YOUR SPECIFICATIONS. 
INTERLOCK IN STACK. 








We guarantee our Transfer Files to please you or no cost to you in the transaction 





.. MAIL ORDERS TO .... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 


; Manufacturers of BANK SUPPLIES Since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES— 


COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS— COIN WRAPPERS — 
CURRENCY STRAPS— BANK SPECIALTIES 




















has shown constant growth. In one 
of the busiest days the store ‘‘regis- 
tered” 2,153 checks. 

Filene’s purchases its Register Check 
material from the Todd Company, Inc. 
of Rochester, N. Y., who install and 
service the Register Check plan for 
banks all over the country. The store 
merely employs the drawee bank, The 
First National Bank of Boston, to 
effect payment of the checks. There 
are in existence arrangements with 
other establishments where the bank 
provides the necessary forms, and 
under such arrangements it is cus- 
tomary for the establishment to retain 
one-half of the fee and the bank to 
be paid one-half for supplying the 
material, maintaining the Register 
Check Account, and effecting payment 
of the checks. This latter arrangement 
may be more satisfactory with small 
establishments whose smaller volume 
might not justify the purchase of small 
quantities of supplies. The bank in 
these cases would provide checks, 
similar to its own Register Check, 
although the stub should be imprinted 
with the name of the establishment 
through which the checks would be 
“registered,” instead of the name of 
the bank. These checks are usually 
lithographed in a color different from 
that used for the bank’s own checks, 
which facilitates sorting for paying 
purposes. 

Boston is by no means the only city 
where Register Check service is offered 
through stores. Similar arrangements, 
we understand, are in use in Baltimore, 
Maryland; Hartford, Connecticut; 
Chicago, Illinois; and other cities. It 
was learned recently that a large bank 
has installed Register Check service 
with the distinct purpose of establish- 
ing a large number of outlets through 
stores. Banks will do well to recognize 
the opportunity of making this useful 
service available through establish- 
ments which serve the public during a 
large portion of.the day. In this way 
the use of personal remittance checks 
may some day exceed the use of postal 
money orders with resulting profits to 
those participating and money-saving 
convenience to the user. : 
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BETTER RECEPTION 


(CONTINUED FROM PAGE 23) 


organization chart which is attached. 

(4) How big is the bank? 

The attached statement gives you 
the most recent figures. You should 
familiarize yourself with these figures 
as the new statements are issued, and 
any inquiries made regarding our 
financial standing could best be an- 
swered by handing the customer a 
statement. You should keep a supply 
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of the most recent ones at your desk 
at all times. 

We would like for you, accompanied 
by Miss McBride, to visit each branch 
office, the Fourth Avenue Office and 
those names indicated for the Fifth 
Avenue Office, and make the acquaint- 
ance of each officer, branch manager, 
and assistant manager as checked on 
the attached service organization chart. 
You should explain to them what your 
job is in the bank. The purpose of 
your call is to get acquainted with the 
personnel so that you will feel more 
at home on any occasions that you 
have for referring visitors to them. ;°7 

The majority of our most important 
customers very rarely come into the 
bank. Their business is handled by 


mail or through their employees. Their — 


direct contact is usually through our 
officers’ calls on them or their social 
contacts with our officers. The more 
we can get these customers to come 
into the bank, the better tie-in we will 
have with their business and it will 
result in a lesser number of calls hav- 
ing to be made on them. A proper 
reception, in addition to the foregoing 
reasons, is important from the stand- 
point that 75 per cent of our new busi- 
ness is referred to us by our old cus- 
tomers. It is very important that a 
fine impression be made not only on 
these customers but also on their 
representatives. As receptionist, you 
will create the first impression. Your 
personality, appearance, tact, poise, 
conservative dress, businesslike atti- 
tude, common sense, resourcefulness, 
dignity, reserve, discrimination, cordial- 
ity, patience, quiet voice, refinement, 
disposition, and general knowledge of 
the bank will determine the impression 
to be made. You should strive to 
convey every courtesy with efficiency 
in handling our visitors. 

You will, in this position, be a 
member of the Customer Relations 
Department and directly responsible to 
Miss Amy McBride. Your hours will 
be 8:45 A.M. to 4:30 P.M. on week 
days, and 8:45 A.M. to 12:30 P.M. 
on Saturday. Your lunch hour will 
be 12:30 to 1:30. 

All of us who solicit business have 
observed the actions of good and poor 
receptionists. The following comments 
may seem elementary; however, we 
think it desirable to receive our cus- 
tomers along this pattern: 

Stand up to greet each one, keeping 
alert for those who come up by the 
stairs or by the elevator. The first 
floor guards have been instructed to 
send the customers to the officers’ floor 
by the stairs and elevator ‘adjoining 
your desk. Your position will be to 
act as receptionist for the entire floor. 

You should greet the customer by 
saying “Good Morning” or ‘Good 
Afternoon” stopping at that and 
letting him state whom he wishes to 
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WESTON PAPERS 





Cost Ho More 


WESTON MAKES IT 














Speed pays in all these businesses 







To meet deadlines, get sup- 
plies faster, builders are big 
users of Air Express. In this 
industry speed pays. 





Sending electronic parts abroad 
by International Air Express 
shortens delivery time by weeks. 
So exporters use this fastest 
service regularly. Speed pays. 


Hotels create good will, 
build business, by sending 
“forgotten” articles on to 
departed guests by Air Ex- 
press. Speed pays. 








Speed pays in your business, too! 


Air Express places ev U.S. point no more than hours away—scores 

of flights daily to and from foreign countries. Use this speed to keep 

your business rolling in high gear. Even overnight coast-to-coast serv- 

ice! The cost of this door-to-door service is low. Shipments of most any 

size and a are inexpensive. For example: 15 lbs. goes 900 miles 

for only $4.22. ; tose 

e Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. 

@ Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 


ZSS 


GETS THERE FIRST 









Write today for Schedule of Do- 
mestic and International Rates. 
Address Air Express Division, 
Railway Express Agency, 230 
Park Ave., New York 17. Or ask 
at any Airline or Railway Express 
office. Air Express Division, Rail- 
way Express Agency, representin 

the Scheduled Airlines of the U.S. 














see. We do not like the comment 
“What can I do for you?” You will 
have a form to write down the visitor’s 
name and the company with which he 
is associated. Invite him to sit down 
and to remove his coat and hat. 

Then check the customer and pros- 
pect card file to see if you have a card 
related to this person, which card you 
can take with you at the time you 
notify the officer to be seen. This will 
give the officer ample time to make a 
hasty study of that company’s busi- 
ness before you bring back the visitor. 
At the time you notify the officer, ask 
him if he wishes the other officers on 
the floor to be notified that the visitor 
is here. The purpose of this is that it 
will enable the other officers to learn 
the visitor’s name and to flatter him 
by coming around to see him. Also 
ask the officer if he wishes cigars and 
cigarettes to be passed to the visitor 
after he has started his interview. 


F the officer to be seen is busy, you 

assume the responsibility of not tak- 
ing an answer “‘I’Il see him after awhile” 
but get a definite statement as to 
about how soon ‘he will be able to see 
him, such as in five minutes. If there 
is to be a delay, ask the officer if the 
customer should be referred to-another 
officer to fill in until he is free. 

Assuming that the officer instructs 
you not to turn him over temporarily 
to someone else, explain to the visitor 
how long it will be and then watch the 
time to see that he gets in that quickly. 
If he doesn’t, go back to the officer 
and remind him that the gentleman is 
still waiting, getting a second instruc- 
tion as to how long it will be. In other 
words, never leave the customer in the 
dark as to the fact that you are trying 
to get him in as quickly as possible 
and also convey the idea that the 
officer is anxious to see him just as 
quickly as he can free himself. 

In cases where an officer is in a 


| meeting, state that fact to the visitor 
/ and about what time he will be out. 
_ Never make the statement that a man 
| is in conference for the reason that 


this statement is vague and sounds as 
though you had little respect or regard 
for the visitor’s time and, in fact, as 
though the officer that he wishes to see 
may be trying to avoid seeing him. 
Treat everyone with complete courtesy 
and operate on the basis that every- 
one is welcome to see any officer in 
this bank and that we do not rely on a 
receptionist for turning people away, 
that we will see them and turn them 
away ourselves if necessary. 

When the visit is completed and you 
see the visitor coming back toward 
your desk, have his coat and hat wait- 
ing for him, bid him good-by by name, 
and express a desire to have him visit 
us more frequently. 

Assuming you get.a visitor who is 
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t interested in seeing Mr. Lucas on the ; 
sixth floor or Mr. Bennett at the Fourth ft 
iu Avenue Office, you should call this ANNOUNCEMENT . 
officer; tell him who is looking for him, 
i and ask him if he will be free to see CLEVELAND OFFICE NOW OPEN 
him now. If he is not free, ask him 859 Leader Buildi 
who in his department might be able Ce Te ae Seeey Saw 
d to take care of the customer. When MR. L. H. BRESNEHAN 
you have arranged this, tell the cus- 
tomer how to get to the Fourth 
ll Avenue Office; or in the instance of 
| officers at Fifth Avenue, send a page 
girl to accompany the customer to 


that department. Bear in mind that 
oa as receptionist, it is up to’ you to get 
> 









We invite your inquiry on our ‘full 
list of completed banks. 


A. A. HENKEL & ASSOCIATES, INC. 











this visitor the proper reception from Bank Designers and Engineers 
7" an officer. There will be times when 333 North Michigan Avenue 
os the officers will be exceptionally busy Chicago 1 
: and will display lack of interest in 
Ho s2eing a visitor. Don’t let this calm 





your enthusiasm for getting your visi- 
d tor a good reception. 
The third type of visitor you will 








“3 have will be officers and employees of 
the bank, some of whom are located in 
branches and will look upon the Fifth 

ng Avenue Office as the principal office 

k- and will not be entirely at home when 

. they come on to the officers’ floor. 

to You should make an effort to know all | 

a of these people and, as quickly as they | 


h come in, visit with them just for a 
° minute. They no doubt will come 


ond forth with whom they want to see and 

: you take the attitude that they should 

“a go right back, that that officer will be| Save peak load time 

by glad to see them. If the officer is every day. Eliminate 

vel busy, say “Well, don’t you want to| eypensive returns for 

he visit with some of the other men?”’ or P 

ly. “Would you like to sit here a minute ne endorsement. ‘ ’ 

ev until he is free?” In all instances, do| The Cummins 250 electric endorser can save all the time you 
, everything you can to make these : H : : sett 
1 aeaes Suk ‘edeatacaes eae ae now spend stamping checks if you use it with your proof listing. 


offices appreciate that this office is as| Of, it can reduce the endorsing time to an insignificant amount 
he much theirs as it is ours. if used separately. 









































The last group of visitors you will . ; , , 

we hoe aane gf monk tn veel en- | Cummins 250 never misses —never skips. Impressions are always 

. lirely at home and welcome are the| sharp and clear. Endorsements are always complete and legible. 
sa wives and members of the families of nee ; : 

te alltcurs said couuhenens. ties. taade SIMPLE AND EASY to operate — requires no specially trained help. 
z. stop in from time to Sane: Extend FLEXIBLE. Performance equally satisfactory whether combined with list- 
tor every courtesy to them, try to make ing operation or used separately, 
ut. them feel completely at home, and STACKS i WEA saad 
— help impress them with the fact that wat bs Sa ae 
= they are likewise an important part QUIET. All noise of stamping eliminated. 
S . . “ . " 
al of the organization. NO_TYPE TO SET— Wheel-type date unit. 
fe you should maintain at all times a | LUBRICATED FOR LIFE — requires no special attention. 
any going and returning record of each | Cummins 250 starts to pay for itself the day you. start to use it and 
esy officer on this floor. If they don’t | refunds the purchase price many times. 
ry- report to you and you see them going | 
he out, ask them when they are coming SRS OE I sRicaisbid pconea Oncensicas canal 
na sagen nade meielht nie diaghn t : CUMMINS BUSINESS MACHINES CORP. - ; 
ay, a position to know whether they are : Formerly CUMMINS PERFORATOR 
lem = ~ pe My os a 8g ey a of aad : 4750 Ravenswood Avenue, Chicago 40, Illinois : 
e bank, and when they will return. i ; ents 
jai If anyone calls, however, do not ' eiote wend: - complete information on Cummins i 
ard depend entirely on this sheet, for they Pioneer Manufactur- ; : 
ait, may come back in the meantime and | Fp acta Sante a. : Name. Title. : 
is be sitting at their desk when you are | oan Weabiaamec — Chaspeny ; 
init depending on this record. : 
. On the Customer Relations’ side of | _ “Safeguarding your =; Address 
5 td the officers’ floor there will .be four | transactions” : City Zone State. 
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Guessing isn’t good enough... 
when you're mailing letters! Nor 
is a temperamental scale! ...Too 
much postage is a waste; too little 
makes recipient pay “Postage Due.” 

But an ounce always weighs 
precisely an ounce on the always 
accurate,dependable Pitney-Bowes 
Mailing Scale. Hairline markings, 
widely spaced for visibility, show 
the exact weight of the letter or 
parcel... Large, legible figures show 
rates for fractions of ounces for 


PITNEY-BOWES Mailing Scale 


= PITNEY-BOWES, Inc. 
3116 Crosby Street, Stamford, Conn. 


World’s largest makers of mailing machines. 
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How much does an ounce weigh? 


Airmail, First and Third Class, 
Parcel Post by zones, special 
delivery and special handling .. . 
Automatic pendulum control, 
without weights or springs, speeds 
mail weighing, insures precision 
performance that pays for a 
PB Scale in saved postage, motions, 
time, delay... for full 
information, call the 
nearest Pitney-Bowes 
office, or write for an 
illustrated folder! 


Offices in 63 cities in the U. S. and Canada. 















WALLETS and 
ENVELOPES 


Safeguard 
Registered Deposit Receipts for 
Burroughs Commercial Teller's 


Machines 


For Banks equipped with Burroughs 
Commercial Teller’s Machines, William 
Exline Inc. has available an extensive 
line of high quality wallets and en- 
velopes for keeping registered deposit 
receipts. Provide your customers 
with the best. We invite your inquiry 
for samples and further information. 


Manufacturers of 


e Savings Passbooks 

e Commercial Passbooks e Deposit Slips 

e@ Pocket Check Cases e Statement Sheets 

@ Personalized Check Cases Bill Straps 

e Passbook Envelopes e@ Coin Wrappers 

e Machine Posting Passbooks e Pen Ruled Forms 
e Deposit Receipt Envelopes and Wallets 


William 
OX LINE uc. 


1276 Ontario Street, Cleveland 13, Ohie 


@ Loan Passbooks 
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WE KNOW Yor 


FILING TOO! 











When filed in Liberty Storage 
Boxes inactive records are safe 
and easy to find. Contents in- 
stantly available, yet dust and 
dirt are kept out by patented 
closure. 

Write for free Manual of Rec- 
ord Storage Practice. 





Sold by leading stationers everywhere 


BANKERS BOX COMPANY 


720 S. Dearborn St., Chicago 5, Ill. 








secretaries and one page girl in addi- 
tion to yourself. The first thing in the 
morning, the secretaries will be busy 
with dictation. This will normally be 
a time of day when there will be very 
few visitors, so in addition to handling 
the receptionist work you should 
handle the telephone calls that come 
in on this side of the floor for those 
officers who are away. In answering 
the telephone, please handle it in this 
manner: “Mr. Davis’ desk —Miss 
McKee speaking.”” When they have 
asked for Mr. Davis, state that Mr. 
Davis is out and will be back at such a 
time. Then ask if you can refer his 
call to someone else. See that the line 
is transferred and that the other officer 
picks up the call before you sign off. 


HE physical setup of the officers’ 

floor and the general appearance will 
be very outstanding compared to most 
banks. It will only be good, however, 
so long as it is properly majntained and 
kept up. You should accept the 
responsibility of keeping the appear- 
ance of the reception lobby in the best 
possible condition. Empty ash trays 
frequently, throw away the old issues 
of the newspapers as quickly as you 
get a more recent issue, don’t let any 
torn magazines lay around, and make 
suggestions to the janitor and page 
girls for any improvements in appear- 
ance that you think should be made 
over the entire floor. When a news- 
paper has been used, see that it is 
properly folded again and made to 
appear fresh. 

In addition to the foregoing assign- 
ments, you will have a certain amount 
of clerical work to do at your desk 
(no typing). You will be given this 
from time to time by Miss McBride. 
The many duties that you will have 
will probably preclude the possibility 
of this, but we would like to suggest 
also that you should not visit with the 
officers and other employees, do not 
chew gum, and do not visit on the 
telephone —limit any personal calls to 
necessities. Such times as you should 
find yourself free, we prefer that you 
stay at the receptionist’s desk in 
anticipation of carrying out your 
duties. 

* . Sd 


STIMULATING SAVINGS 


(CONTINUED FROM PAGE 26) 


deposits either at the counter or 
through the mail (coupon books are 
furnished to facilitate deposits), or 
those in which deposits represent regu- 
lar transfers either from commercial 
accounts or deductions from salaries 
and wages. We remind our depositors, 
by means of a notice enclosed with 
November statements, that if they 


Burroughs Clearing House 








<r eS es ee 


a soe ae 


or 
are 

or 
gu- 
cial 
ries 
ors, 
vith 
hey 


puse 





wish to have a Christmas Club during 


the coming year they should make: 


arrangements immediately. Our notice 
has a form which, when signed and 
returned to us, provides for opening the 
account; it also can be used to author- 
ize the necessary periodic transfers 
from a commercial account to the club 
account. 

For a number of years, industrial 
firms have used the Payroll Deduction 
Plan forms for employees’ Christmas 
Club accounts. We find the Payroll 
Deduction Plan advantageous for regu- 
lar savings and Christmas Club ac- 
counts because a large number of 
entries are handled together without 
the counter activity ordinarily in- 
volved. It is also advantageous to 


workers because it figuratively brings | 


the bank to his bench and he develops 
the habit of systematic saving. De- 
posits for more than 60 per cent of our 


Christmas Club accounts this year are 


the result of commercial account de- 
ductions, or Payroll Deduction Plans. 


Coin Banks : 


Coin banks are issued upon request 
to savings depositors, particularly when 
accounts are opened for children. 
Parents tell us they like to use these 
coin banks to teach youngsters how 
to save. 


Banking By Mail: 


We also advertise the convenience 
of banking by mail. Many depositors, 
living in outlying districts, suburban 
areas, and other distant points, mail 
savings and commercial deposits to us 
daily. We attempt to pass ll entries 
on the day deposits are received so 
that receipts can be mailed the same 
day. 


Bank Policy : 


The officers and staff of our Savings 
Department make it a point to know 
at sight as many depositors as possible 


so as to be able to address them by- 


name. At one of our offices, floor space 
permits us to invite persons opening 
accounts to sit at a desk while their 
signature cards and new account 
credits are completed. This practice, 
we believe, places the new customer at 
ease and emphasizes the fact that 
opening a new savings account is im- 
portant. We also believe this gives 
new savings depositors the same 
friendly welcome that is traditionally 
given to the individual opening a 
commercial account. 

No charge is made for savings with- 
drawals. Because of our downtown 
locations, most of our customers are 
business people whom we find reason- 
able in their banking activities. If 
savings withdrawals become too fre- 
quent, however, an officer speaks to 
the customer and suggests the opening 
of either a regular or special checking 
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account. We make no charge for 
replacing lost savings passbooks or for 
closing accounts at any time. Our 
present interest rate for savings ac- 
counts is 1 per cent per annum. 

In conclusion, we consider it good 
banking practice to encourage thrift 
because: . 

1. Its practice by individuals. de- 
velops character and leads to financial 
well-being. 

2. It is a good thing for a bank to 
have the public associate its name with 
the promotion of thrift. 

3. Our nation and people benefit 
from thrift because much of the savings 
funds that result from its practice are 
gathered in banks where they are 
available to finance new enterprises, 
as well as the growth of already estab- 
lished firms. Thrifty citizens with 
such indirect ownership in the econ- 
omy are alert, we believe, to the 
dangers of unsound financial practices 
wherever they exist. 

4. Selfishly, our bank benefits from 
our thrift program because we attract 
new customers to replace those lost in 
the ordinary course of business. Some 
of these new accounts will subse- 
quently be large ones and their owners 
will become valued customers of other 
departments of our bank. 

Our Chairman of the Board, Mr. 
F. L. Lipman, has defined our banking 
philosophy for the encouragement of 
savings accounts in this way: 

“What happens if capital is not 
accumulated, especially from the thrift 
and savings of the people? It makes 
the difference between a prosperous 
community and one steeped in poverty 
and failure. As the people of our com- 
munity become more thrifty and suc- 
cessful in their endeavors, we shall 
share in that general community 
prosperity and make our incidental 
profit.” 























End All ‘‘Wraps’’ Problems 


Valet Costumers and Racks 
keep clothing ‘‘in press,"’aired 
onspaced hangers, and hatson 
ventilated shelves. Save floor 
space—accommodate 3 per- 
sons per sq. ft. Fit in any- 
where. Lifetime welded con- 
struction. 

Where lockers are needed for 
lunches, tools, aprons, etc., 
use PETERSON Locker Racks. 
5 ft. x 15 in. unit provides 12 
persons with hangers, hat 
spaces and individual 12 x 12 
in. x 15 in. lock boxes. 
combination units are widely 
used to double capacity of, or 
eliminate, locker rooms. 


Write for 
Bulletin 
H-15. 


VOGEL-PETERSON co. 


**Tre Coat Rack PEOPLE 
624 South Michigan Ave. Chicago 5, U. S. A. 
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How to Cash Checks 
in Half the Time 
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New Proved System Improves 
Customer Service 


The Fas-Cash System is a proved method 


of cashing checks easier and faster. It 
cuts check-cashing time in half... 
doubles your check-cashing capacity. 


With the Fas-Cash System any of your 
tellers can cash a check in as little as 
five seconds—up to 400 checks an hour. 
And he never has to count and prove! 


Speeds Up Customer Service 


Your customers will appreciate the 
faster, more efficient service the Fas- 
Cash System provides. Waiting lines 
move more than twice as fast. Lobbies 
are kept free from congestion. 


Remember, the Fas-Cash System was de- 
veloped by a banker to help assure better 
customer service. What it has done for 
other banks, it can do for yours. Send 
coupon today for complete information. 


FREE! 


Send coupon: below 
for your free copy of 
illustrated folder. 
Explains how and 
why the Fas-Cash 
System will save you 
money. 









FAS-CASH SYSTEM, INCORPORATED 

1356 National Bank Bldg. 

Detroit 26, Michigan tenant tnatinid 
Yes ... we want to improve customer service. 


Ss. 
Rush details about the Fas-Cash System, together 
with free illustrated folder. 
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since V-k day alone— 


from Chicago to Carmi 


On completion of these projects, the state of 
Illinois will be a show window of our archi- 
tectural ability. Since the end of the war in 
Europe, over 260 banks from coast to coast 
selected us to design their new quarters! 
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one bank sells another... 


We don’t have to “sell” our services to a bank in Illinois. For 
all over that state are many examples of the caliber of work 
we’ve executed for other banks during recent years. Bankers 
have been able to see... at first hand, and with a critical 
eye... the beauty of our architectural interpretations, the 
efficiency of our arrangements, the many developments we 
have made in fixtures and decorative treatments. They have 
noted, too, the progress and increased business each of these 
completed projects has created. They like what they’ve 
seen... they want the same kind of specialized designing 
applied to their own bank’s new quarters! Yes, in Illinois 
—and in every other state where our completed projects 


are on “display”. . . one bank sells another! 


America’s most experienced 









bank designers J 


ms re Bamk Building anc 
SMMC pnncxt Conprraition 


OF AMERICA 


NINTH & SIDNEY STS. + ST. LOUIS 4, MO.,U.S.A. 


DESIGN INCORPORATED 


affiliate organization 


which designs, builds, modernizes and equips America’s hotels 
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TRUCKS — The complete line of Internatiodal Trucks 
offers the farm operator a wide choice of els and 
sizes to fit his exact needs. For more thén 40 years 
farmers have relied on Internationals. 


FARM EQUIPMENT—Farmall farming will mechanize 
any farm. There are 5 sizes of Farmall Tractors, with 
specially -designed equipment for all jobs. Illustrated: 
Farmall M and No. 30 Power Loader. 


gavw 4 to. save labor, increase 
prodiction and provide better 
living. 


A business begun 116 years 
go with an important service to 


’ /mankind—the invention of the 
/ reaper by Cyrus Hall McCofmick. 


A company dedicated, since its 
beginning, to the progress of 
agriculture, to a better way of 
life for the men, women and 
children who live and work on 
the six million farms of these 
United States. 


Twenty-one plants to manu- 
facture International Harvester 
farm tractors, farm machines, 
motor trucks, crawler tractors, 
industrial tractors, gasoline en- 
gines, diesel engines, and home 
and farm refrigeration. 


Two hundred and twelve 
branches and company - owned 
outlets, and more than 9,000 deal- 
ers, to distribute International 
Harvester products and to supply 
after-sale service. 


Excellence of product now, 
with greater excellence always in 
preparation for the future. 


INTERNATIONAL HARVESTER CO. 
180 N. Michigan Ave. Chicago 1, Ill. 


Tune in James Melton on “Harvest of 
Stars" every Sunday! NBC Network. 
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CRAWLER connie. large-scale farm oper- 
ators prefer Internationah, Crawler Tractors for spe- 
cialized farming. They know they can depend on them 
for reliable low-cost power 








REFRIGERATION — Beautifully designed, efficient... 
new International Harvester Refrigeration brings new 
leisure and convenience particularly to the rural home- 
makers of America. 
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